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LASTS FOR 
YEARS AND YEARS 


MORE THAN 
60 CHEERFUL 
A COLORS-NEVER 
NEEDS PAINTING OR 
REFINISHING 


LN TN 
ot | 
y P| j 


Ly 


“Just as good’ is a fable 
Look for the label 
: a Bea necheceigg: ; Insist on genuine 


] Beauty Bonded Formica 


are the heart of a colorful kitchen 


FOUR REASONS WHY FORMICA ': YOUR BEST BUY! 


Only genuine Beauty Bonded Formica has: 1 Newest and largest selection of . . . Beauty Bonded 
2. Clear, clean, unclouding color patterns with 


3. Super-smooth, blemish-free 
cabinet maker's finish from 


4, Thirty-seven years continuous production experience 


Write for free color literature showing how Formica can brighten go . = _ ae — 
your home. Look under "'plastics” in your classified phone book for the Good Hi pi ee ee $4 
Formica fabricator nearest you. If you fail to find one listed write ; : - : 
Formica, 4559 Spring Grove Ave., Cincinnati 32, Ohio. 





No other window ve 
Cnn ye chr 


HOT OIPPED GALVANIZED 
PRIME WINDOW 


CVERTICAL SLIDE) 


FACTORY-PAINTED, COMPLETELY ASSEMBLED 
.. READY TO INSTALL 


COMES COMPLETE WITH METAL OR WOOD 
CASING (SURROUND) 


DOUBLE GLASS, SCREEN & WEATHERSTRIPPING 
IN ONE UNIT. (INSULATING SASH OPTIONAL) 


A QUALITY PRODUCT COMPETITIVE WITH 
LOWEST-PRICED UNITS 


The Rusco* Prime Window is the answer to each 


cost. It is made of Hot- Dipped 
Galvanized Armco Ingot Iron Zincgrip, 
Bonderized and finished with baked-on 
enamel. It reduces installation cost and 
maintenance. Rusco Prime Windows can 

be installed in far less time than ordinary 
window units. No field painting, no glazing, 
no hardware to attach, no on-the-job refitting. ‘issohcnaes 
It’s complete . . . ready to install. - 

Get the full facts today. Call your local pumas samara 
Rusco Prime Window distributor or mail the coupon below. 


The F.C. RUSSELL Co. 


CLEVELAND 1, OHIO 








Manufacturer of famous Rusco Armco-metal 
Combination Windows, Combination Doors 
Porch Enclosures, Awnings and Jelousies. 


Complete rainproof 
ventilation control 


THE F.C. RUSSELL COMPANY 


Avtomotic positive 
Department 7-NR21, Cleveland 1, Ohio 


locking 

Gentiemen: Please send me catalog of informative data 
Pay for themselves and specifications on Rusco Prime Windows 
through fuel savings 


Name 
Sturdy tubulor , 
construction ‘ Company 
Address 


City 
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Why is PAINE 3) Nias ig s 
the door that itis....... 


Vike 








a 





Proven, Guaranteed Performance 
that backs up the contractor who installs it 





In all of the construction industry, there is no door like the Paine Rezo... 
no door that combines the great strength of the interlocking wood Rezo 
core with lightness in weight, no door that is the equal of the Rezo in dimen- 
sional stability, no door that performs so well anywhere and everywhere 
that it carries an unconditional guarantee of satisfactory service. 

A 1%4-inch thickness is the minimum required to provide this structural 
strength that responsible builders have wanted more than four million times 


— a demand that has made Paine the 
world’s largest exclusive manufacturer Manufactured by the 


of flush air cell doors. Write today i hl ’ \ { 
fo fl fomotion PAVE LUMBER (0. Leo. 2% 
‘ “ d | a d ee 4 . Wisconsin 
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U, TOO, CAN CUT COSTS 
th this NAN-PACKER CHIMNEY 


Read the Strausman Story 








and see how Cost G#fting, 
Fast Erecting Vefl-Packers 
| can fit into/your 
tenes ee Uda went building’ picture. 


‘ 
+400 
s 
wen ev 


HIS $1,600,000 development of 160 
residences in East Meadow, L. L, N. Y. 
features Van-Packer Chimneys exclusively. 
Mr. George Strausrnan, Secretary of the 
Strausman Construction Company tells 
you why... 
“We take this opportunity to compliment 
you on a fine product. We consider Van- 
Packer a valuable new contribution to 
Prien the home building industry because it 
Brownt os recent Snot fan Peck oo ou Saves Cost, living space and construction 
a} in Farin time. 
jystrete oF 


Dear ¥r- 


we it “We also appreciate the prompt, de- 
a te cons weenes® on pendable delivery service . .. during 

Lage put ¢t ., dapented ring this year of critical supplies. 
jon vine we, s1s0 appreetat® See how Van-Packer can contribute 
4 wnrough Home Crafts Ines _— genuine savings to any home building 
ommesiesl eauppiie®: Yours very 10H 00. THC enterprise, whether it be a single 
oTRAUSUR dwelling or a multi-million dollar 


* Ley development. 
Sec+ 
Streusmer> 


Geort® 





ACCEPTED pROVED _ RAL 


Van-Packer Corporation 

Rm. 1749, 130 W. Adams 

Chicago, Illinois 

1 want more information on how | can cut costs and save 
time with Van-Packer Chimney 

Name 

Firm 


Address 


VAN-PACKER CORPORATION Ciry______ 
RM. 1749, 130 W. ADAMS ¢ CHICAGO, ILLINOIS 
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; Why is Thermopane s Bondermetic Seal important to you? 


Because this metal-to-glass seal is airtight—hermetically sealed. The clean, dry 
insulating air between the panes of Thermopane* is not subject to changes in moisture 
content. No desiccant is necessary to absorb excess interior moisture. The sealed air 


space has a uniform ability to insulate against the loss of heat. 


WHAT'S THE SEAL MADE OF? 





Of a lead spacer and a special copper alloy we developed 


A 
OVER 1,500,000 after more than 2,000 tests with all sorts of organic and inor- 
UNITS IN USE ganic materials. These durable metals will not corrode or rust 


under normal conditions. They are flexible to withstand strain. 








HOW IS THIS SEAL PUT ON? 


A; A continuous strip of copper is 
bonded to the inner surface along 
the edge of each pane . . . then 





the lead spacer is heat-bonded to 
the copper alloy. Glass, copper 
band and lead spacer are joined 
into one strong, solid unit, 


HOW DO WE GET THE AIR DRY 
AND ASSURE AN AIRTIGHT SEAL? 





Following this assembly, filtered, dehydrated 


air is passed through the unit for a predeter- 





mined length of time to remove moisture-laden 
Cutaway view of Thermopane air. Each Thermopane unit is then tested by a 
. scientific method so sensitive that an airtight 

Unit ee 
seal and maximum per formance are assured. 


AA _ Two pones of glass 
B Space for dry, clean air 


CC Copper alloy bond For clear vision and trouble-free performance, insulating glass is only as good 
| Bondermetic ‘ 3 
{ Shel as its seal. These are some of the reasons it is important for you to insist upon 
ea " 


D Lead spacer Thermopane, made in the U. 8. solely by Libbey-Owens:Ford. 








Get complete information on Thermopane insulating glass from an L-O-F 





Distributor listed under Glass in the yellow pages of your phone book. Or writ« 
Libbey‘Owens:Ford Glass Company, 1521 Nicholas Building, Toledo 3, Ohio 


Two Panes of Glos 
LOOK FOR THE NAME ON THE SEAL BETWEEN THE PANES + 2 Blanket of Dry Air 


~---—-= FOR BETTER VISION SPECIFY THERMOPANE MADE WITH POLISHED PLATE GLASS -<--~> 








Bondermetic Seal * 
(Metal-to-Gloss 
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TODAY'S MODERN HOMES 
WITH MODERN KITCHENS 
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o 
and FROLPOINE Leads in 


Modern All-Electric Kitchens 


and Home Laundries! 


Whether you are remodeling or building a 
single dwelling, an apartment house or an entire 
subdivision, you can set the standard for Better 
Living in the homes you build... with Hotpoint 
All-Electric Kitchens and Automatic Home 
Laundries. 


Hotpoint’s labor-saving electric appliances take for free literature on Hotpoint 
over — automatically —the tedious, unpleasant . 5 

’ ’ eee int 
time-consuming kitchen and home laundry chores Home Appliances Hotpe 
of today's modern homemaker. Thus, more time will gladly give you helpful counsel 
and energy are conserved for the more enjoyable in kitchen and home laundry planning 
and more important modern responsibilities. . > 

for your particular project. 

Engineered to be the finest... designed for 
the greatest utility and styled at the peak of 
modern custom, Hotpoint All-Electric Kitchens 
and Automatic Home Laundries add the dis- 
tinguishing quality to the truly modern home 





RANGES © REFRIGERATORS © DISHWASHERS © DISPOSALLS" © WATER HEATERS CABINETS aR aN 
enera ectric mate 
FOOD FREEZERS © AUTOMATIC WASHERS © CLOTHES DRYERS © ROTARY IRONERS 5600 W. Taylor St., Chicago 44, Illinois 
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WHEREVER YOU ARE BUILDING 
keep plenty of dependable 


WATERPROOF 
yo SISAL-REINFORCED 
PROTECTIVE PAPERS 


always on the job 


SISALKRAFT Products are strong “talking points” 
in any housing sale! Their cost is surprisingly small. 
The protection they provide is great. They are the 
only genuine sisal-reinforced waterproof protective 
papers. As moisture-vapor barriers . . . wind, dust 
and dirt barriers . . . protection against destructive 
weather . . . SISALKRAFT belongs in every type of 
housing or building from the smallest basementless 
homes to the largest multiple unit structures, 
SISALATION Reflective Insulation saves up to 50% 
or more, Economical, effective, costs less to apply. 


Write for free samples and practical data 
THE SISALKRAFT CO. 


Dept. NR-2 * 205 W. Wacker Drive * Chicago 6, Illinois 
New York 17, N. Y. © San Francisco 5, Calif. 
Manufacturers of SISALKRAFT @ SISALATION @ COPPER ARMORED SISALKRAFT 
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THE NEW 1951 


Pollman Homes 


Manufactured and Distributed by 


THYER MANUFACTURING CORP. 


Quicker Profits—Speedy Construction— 
Beautiful Design—Low Cost 
AMERICA’S FINEST ECONOMY HOMES 
80 Variations—40 for the North 
40 for the South 
WRITE OR WIRE FOR BROCHURE AND SALES KIT 


THYVER 
MANUFACTURING CORP 
2859 WAYNE STREET 


TOLEDO 9, OHIO 
TEL. WA. 5637 


























The Washington Column 


Washington, D. C. — The Defense Housing Act of 
951 has attracted only an apathetic audience at 
best. Not a single veterans’ organization has come 
forward to either condemn or praise. The National 
Association of Home Builders liked the private enter 
prise portions, deplored the public housing portions 
of the bill. Most hearings before the House Banking 
and Currency Committee were held with only three 

to seven members present, out of a possible 27. 

NAREB President Alexander Summer told the 
Committee that “No subsidies are needed for defense 
housing.” He said private industry is “ready. willing. 
and able to do the job better, quicker, and at less 
cost than government building.” 

Present feeling in Washington is that some form 
of stand-by legislation will be passed to spur defense 
housing where needed, but that the main job will be 
handed FHA through amendments to existing legis 
lation. Thus, private enterprise is expected to get 
the lion’s share of any defense housing required. 


* . * 


NAHB has gone on record as being against class 
legislation and. therefore, against a ban on luxury 
housing at the expense of other types of housing. 
However, there is growing sentiment among govern 
ment officials that luxury housing must bite the dust 
sometime this year if the materials situation doesn’t 
ease up. And no one sees any relief there. 

There is a Controlled Materials Plan shaping up 
within the NPA. It would allocate such metals as 
steel, copper, and aluminum to governnment claim 
ant agencies for use among industry. It would be up 
to HHFA to make a strong case for the housing in 
dustry. Government high level policy makers, how 
ever, classify Raymond Foley, HHFA’s admini 
strator, as non-agressive; he might be lost in the 
shuffle during such an interdepartmental scramble. 
Housing leaders generally, however. claim he is do 
ing a good job 


* * * 


There was a February thaw to the January freeze 
on prices and wages . . . mostly upward. Building 
materials and other products that go into new homes 
are affected by the freeze, but prices of new or old 
properties are exempt. For most materials, the freeze 
order puts prices at peak levels. A BLS index of 
wholesale prices of building materials shows that 
the present level is 60% above the 1946 average 
Many revisions are in the offing for wages, possibly 
even a general increase on percentage basis. 


The United States Supreme Court decision in the 
Dimmitt-Rickhoff-Bayer case held that real estate 
salesmen, in this instance, were not considered em 
ployees for purposes of employment taxes and in 
come tax withholding. In circumstances similar to 
those holding in this case, real estate salesmen are 
considered “independent contractors.” They pay 
their own income taxes and, under the Social Secur 
ity Act as amended and effective January 1, 1951, 
they may be required to pay 214%, of their earnings 
up to $3600 for old age benefits. This ruling does 
not prevail generally and any real estate employer 
wishing a clarification of his own operations should 
file Form SS 8 with the Collector of Internal Revenue 
for a ruling 
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housewites eye-view 


of a CURTIS KITCHEN 


When it comes to kitchens, Mrs. America is sharp-eyed. That's why 
she so readily appreciates the years of experience that have gone into 
the design and construction of Curtis kitchen cabinets. Here are some 
features she'll notice in the Curtis kitchens you include in your plans! 


=: 


Close-up of Curtis wall oot the thing for quick Mixer and vegetable 
unit showing large unches. Tabletop folds storage unit—24\% 
storage space. Cabinet and slides into unit deep, 32” high, 18 wood drawers 3° deep 
is made in 36 and 44 Space below is pan wide. Ventilated vege- and one metal bread 
heights and in eleven unit for large utensils. table drawer is below drawer 8 deep, 19 
widths—from 12° to May be used alone, or This unit is a “must long, 10% ‘ wide. Two 
44". All are 14” deep. with cabinet above with busy housewives. widths, 28° and 32 


Pan and bread drawer 
unit—has two small 





For long years of strenuous daily use, "ileum tia aaae neat naan ae 
Curtis cabinets are made of wood, painted | 

two coats at the factory. They can be left Kyi Companion Service Bureau 

“in the white” or finished in any color of | r, mood toma uilding 

the owner's choice. All hardware is fur- | , , 

nished and applied. For complete infor- | 
mation, mail the coupon. | 


Gentlemen 


I want to know more about Curtis kitchen and storage 
cabinets. Please send your tree book 


1866 Name.... 
Curtis makes a complete line of C U nal | S Address. 


architectural woodwork for the modern home 


me WOODWORK Bae 


Make your next house ‘‘all Curtis 
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Defense Housing Bill in Brief 


J OW PENDING before Congress, is the admini 
OW ea Y. stration’s new defense housing bill to be used 


for planning and developing necessary new housing 
and facilities in new or expanded defense areas. 


NIRENSTEIN’S NATIONAL The general purpose of the bill is to provide a 
REALTY MAP CO. means of combining privately financed, FHA in 


sured projects with federally financed housing in 


ATLAS OF THE certain specified areas. 


As it now stands, the bill has five titles. In brief, 


a the titles are as follows: 
Solid South | _ Title I This will incorporate a new Title IX to the 
National Housing Act providing special FHA mort 
Most extensive retail business gage insurance on privately financed defense hous 


ing. Such housing must be in areas specifically desig 
real estate survey ever undertaken nated by the President as defense areas and HHFA 


administrator Raymond Foley is to determine the 
48 charts of 43 principal cities | maximum number of units insurable in each such 
87 aerial views — 580 photographs defense area. 
CONTAINS 2040 strategic locations clocked An example of how the FHA insurance could be 
and checked handled on a typical one- or two-family home might 
All bus stops in areas covered be a 25-year, 41% interest mortgage plus insurance 
All maps monsure 27 = 96 laches premium on a basis of 90% of appraisal value de 
| termined by FHA on the date the mortgage is ac 
W ie N ; cepted for insurance. 

rite Now... For a single home, the maximum mortgage would 
d : ; | be $8100 and for a two-family home, $15,000. Where 
FOR ILLUSTRATED BROCHURE | permitted by the FHA, an additional $900 mortgage 
| could be authorized for a third or fourth bedroom. 

NIRENSTEIN’S NATIONAL REALTY MAP CO. Provisos for multi-family projects would be 4% 
377 DWIGHT STREET SPRINGFIELD 3, MASS. interest, $5 million maximum single mortgage, $8100 
| maximum per unit mortgage for four or more rooms, 

and $7200 for three rooms or less. 

FHA would permit a mortgage of 90% of its ap 
praisal value, but not more than its estimate of cost 
when improvements are complete. Excluded in de 
termination of cost are off-site public utilities, streets, 
and organization and legal expenses 

Defense housing under this bill must be held for 
rent as long as defense needs are important, with 
maximum rentals determined by the FHA. Priority 
in eventual purchase of this housing would be given 
to defense workers and military personnel 

Title II Federally financed housing, community 
facilities, and services which would not otherwise be 

| provided would be authorized under this section 

| This housing, for the most part, would be one- to 

| four-family units of permanent construction and any 
temporary housing built should be of the knock-down 

| type. 

Units with two bedrooms would be limited to 
$9000 with $1000 allowable for each additional bed 
room. 

Title Ill This section permits the HHFA to ac 
quire and develop land that is to be eventually turned 
over to private and public organizations for any ac 
tual building. 

Title IV This section is intended to help expand 
| production of temporary, movable homes through 
| loans and commitments to housing prefabricators 
| The authorization for this section is $15 million 

Title V_ An additional FHA mortgage insurance 
| authorization of $3 million is covered in this section 

Other specifications under this title include a require 
Leaders in Large Loans ment that the VA must be represented on the board 

of directors of Fanny May. 
An extension would be granted in the expiration 
date of Title VIII of the National Housing Act from 
| suly 1, 1951. to July 1, 1953. 














Time to Renew your Mortgage? 
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Famous ROLL-;WAW@HamesChaase 


V3 
Ul Wi CL 


Exclusively! 
A. “ 


are what women 
want most! 


In a project of 25 homes, 

24 buyers chose Ameri- 
can Kitchens over another 
well-known brand! American 
Kitchens quality pays off 
in increased consumer accept 
ance, in faster sales, in bigger 
profits. Mail coupon below for 
more information 


“We Feature 
American Kitchens 
Because of 
Their Quality!” 


The Nicoll Lumber Company of 
Redwood City, California, manu- 
facturers of famous Roll-A-Way 
Homes, feature American Kitchens 
exclusively. H. W. Smith, president, 
says: 

“Our success is largely due to our 
goal in selling quality houses at low 
prices. This is accomplished by using 
factory methods. . . Naturally, we fea- 
ture American Kitchens because of 
their quality and ease of installation.” 


‘Builders everywhere specify Ameri- 
can Kitchens because they give more 
return for the dollar, sell homes faster. 
An American Kitchen assures prospects 
that hidden materials are top-quality 
too! 


You Make Big Savings in Servicing 


ae sen nee 


hue Whhtn you he 
GM these 1n one tetdtil 





OFFICERS’ TIME 


You Swe CLERICAL TIME 


EXAMINATION COSTS 


wih Kolect-A=-Matic, 


one of Remington Rand's several 
tested methods for mortgage control 


There are BIG savings to be made by using the right 
method — for you—of servicing your mortgages. You find 
convincing proof in the enthusiastic letters from the many 
banks, insurance companies, real estate firms who are using 
one of our methods. 
For Remington Rand has a method to fit everyone’s 
specific need: + For simultaneous post- 
ing of all related records and proof of all 








transactions, the all-electric Foremost accounting machine 
is unexcelled + Kolect-A-Matic provides visible housing and 
gives quick, complete control of all data on each mortgage 
* Kardex, also with visible signals, gives an automatic review 
of all pertinent facts for hand-posted records * Volume 
operations welcome the added speed and resultant lower 
costs of Remington Rand Punched Cards. 

And—as a complement to any of these—you should know 
about Classifile, the folder which keeps within one unit all 
the facts about any mortgage, including the bond and 
mortgage itself. 

Each of these methods is flexible. Each can be readily 
tailored to fit your specific needs. One of them can, we are 
sure, save you money over your present methods. Won’t 
you let us send you detailed facts? Write today to Manage- 
ment Controls Division, Room 1669, 315 Fourth Ave.. 
New York 10. 


Remington. Fland 


With Kolect-A-Matic the following data for each mortgage is 
visible at a glance: (1) Extent of Interest Arrears; (2) Extent of 
Tax Arrears; (3) Months when Interest is Due; (4) Location of 
Property; (5) Type of Property; (6) Status of Insurance. Kolect-A- 
Matic cards can be hand-posted or machine-posted (Foremost 
Accounting Machine shown at left). 


—__ 
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Holy Smoke! 


Did modernizing our temperature 


controls save us that much money 7 


Chances are that’s what you'l/ be saying —when 
you install a Honeywell system or replace your 
out-moded temperature controls with modern 
Honeywell equipment. 

Because the latest Honeywell controls set new 
standards of accuracy—stop wasteful overheating 
And these controls are the simplest ever built— 
cost you much less to maintain. 

That's not all! You'll be keeping your occu- 
pants more comfortable. And you'll be spending 


less time and money adjusting complaints about 
the heat 

So why not call your local Honeywell office 
today? Or write Honeywell, Minneapolis 8, 
Minnesota. Ask for a FREE SURVEY of your tem- 
perature control requirements by a Honeywell 
engineer. There's no cost or obligation—you have 
nothing to lose but your trc ubles 


Honeywell 


Fut in Couto 
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Yush DOORS 











Mengel Flush Door—Hollow-Core or Solid- 
Core—has dove-tail wedged-locked joints at all four 
corners! This fine, exclusive, cabinet-maker’s con- 
struction is found only in Mengel Flush Doors— 
requires more lumber, extra machining and labor, 


but you get stronger and more stable doors. 


Mengel Flush Doors also provide many other ad- 
vantages. They are designed and built to the high- 
est standards of quality for extra durability, extra 
eye-appeal. Get all the facts. Write today for our 
new full-color descriptive A.I.A., catalog, including 
specifications. 


Plywood Diuision, THE MENGEL COMPANY, Loucsdlle 1, Kentucky 
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Guns and Free Butter 


E’VE HEARD A lot of talk lately about a “guns and butter’ 

economy. Our productive capacity and ingenuity have bound 
ed to such heights that many people believe we can handle an all 
out defense effort and maintain some semblance of our standard 
of living . . . both at the same time. Maybe so, but let’s not kid 
ourselves .. . we can’t have guns and free butter 

Still ringing in our ears are Raymond Foley’s remarks at last 
month’s Home Builders’ convention. Foley, head of the Housing 
and Home Finance Agency, said that the government still wants 
850,000 housing units built this year, and that every effort would 
be made to see that materials and financing are available to hit 
that target. 

But when Foley was questioned about the 850,000 total, he ad 
mitted that it included military, defense, and public housing. That 
takes some optimism out of the building picture. but we have no 
argument about military and defense housing. We will, however. 
fight the kind of political hogwash that includes public housing 

In the 18 months since a do-good Congress passed the public 
housing measure, not one single unit has been completed. Yet 
75,000 are planned for this year a year of emergency 

President Truman has outlined a $10 billion tax increase, and 
plans to ask Congress for $6 billion more . . . only the beginning. he 
says. Much of that. of course. is needed for defense. But too much 
is going for free butter . all out of a political porkbarrel that 
includes such politically expedient measures as public housing 

Meanwhile, the very incentive that has made our productive 
capacity the strongest right arm in the world is being taxed be 
yond all limits. As Alexander Summer said so ably at his installa 
tion as president of NAREB last month, “The human right of 
property ownership is one of the essential rights ap og d in the 
Constitution. It cannot be preserved securely in the face of limit 
less increases in national debt. When this essential right goes, 
all other human rights go with it.” 

One of the inherent dangers in such expenditures and legisla 
tion is that they are passed under the guise of “emergency”’ meas 
ures. Possibly we have reached a point where that deception no 
longer can prevail. There is a widespread belief that our legislators 
must scrutinize more carefully than in the past bills that are nec 
essary for the defense of the nation and those that are just politi 
cally expedient. 

President Summer is on the right track in suggesting a com 
mission of three senators and three representatives that could sus 
pend unnecessary appropriations and send them back to the Senate 
and House for a second look. 

We have the opportunity now, if we crusade ardently enough, 
to make the emergency strengthen the objectives of the private 
enterprise system rather than let it become a period in which 
bureaucrats can sneak through porkbarreling under the label of 
“omergency.” 

The real estate and building industry is ready to make sacrifices 
and help supply the nation’s military and defense housing needs 
But we aren't willing to make sacrifices that are the price of wel 
fare legislation. Those kind of hand-outs have no place in our 
economy peace-time or defense-time 

We'll produce and pay for guns . . . not free butter 


the editor 
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You can get more business by . . . 


Streamlining Your Office Procedure 


By M. R. CULLEN 


LISTING system that keeps 

50 salesmen and five secre 
taries constantly busy and nets 
his firm over $100,000 annually 
in commissions on small properties 
alone has been developed by Real 
tor Glenn W. McFall of Wichita, 
Kansas 

McFall says that the first step 
in building and maintaining a high 
sales volume is to have a listing 
system applicable to your particu 
lar type of business and to keep it 
functioning smoothly with the use 
of proper office forms. 

He feels that a system such as 
his classified listing system, with 
the appropriate office forms, can 
revolutionize the small real estate 
office, make larger offices more 
efficient, and help equip them to 


Every listing is completely classified, all salesmen’s activities are 


outlined and planned, forms give a thorough check on all custom- 


ers’ calls, a manual supplied each salesman gives detailed infor- 


mation about company’s background and office procedure. These 
are a few of the highlights of Realtor Glenn McFall’s system for 
getting more listings and handling an ever-increasing sales volume 


handle an immense volume of 
business more quickly and intelli 
gently 

Realizing that some plan should 
be devised to personally enter list 
ings for the records, McFall start 
ed using loose-leaf notebooks con 
taining special listing sheets. And 
today each of his salesmen use 
this procedure 

Part of the listing forms in this 





book are printed on both sides 
providing for entries of detailed 
description of properties _ listed. 
Blank paper is also included for 
recording information that cannot 
be entered on the regular sheets. 
Marginal index tabs separate list 
ings for different parts of the city 
and also indicate the sections for 
income and suburban properties. 

Many McFall listing forms are 








Rental Agreement 





Monthly 


Interest Who 

BUS BLDG 

Dimensions 

Income 
Construction 
Root 


Ist Story 
2nd Story 
3rd Story 
Other Story 
Floor Space 
Floor Load 
Elevator 


Condttioa 
Vacant 
Furnished 
Bills Pad 
Heat Paid 
Opr. Exp 
Taxes 


Water Softener 


Monthly 
FARM ACRES 
County-State 


From 


atarental of $ 





The pt of 
is hereby 





epecitic 














om past due rents 
The de 
ance is due on © be 
e Wichita Real Estate 


GLENN 


By 


GLENN W. McPALL COMPANY, Realtors, Wichita, Kansas, 


I hereby agree to rent-lease the property known as 


owledged, to be dens sited with the Gienn W. McFall C 
he perfor 


m advance. I also hereby agree to give the owner t 


oR 
Board's cast mary comm: 


W. McFALL COMPANY 


Dollars 
mpany as a forieit to show 
of all the terms and conditions | ol cement 

remove from said premises in THIRTY DAYS from this date, if 
8 notice 
vacate said premises and to pay collection fees and costs additional 


ner not approve your application: otherwise the bal 
The owner the eby by agrees to pay Glenn W. McFall Company 
igned in triplicate 


Renter 


Owner 








Utilities 
Sewerage 
Mail 

Well 
Windmill 
Depth Water 


Long Living R 
Frrepiace 
Dining R. 

K Cabinets 


Vineyard 
Berries 

Truck G 
Fenced 
Chureb-School 
Transport 
When Paved 
Lot- Acreage 
Insurance Weeds Pests 
Now Owns 


Exchange for 


ngulated 
Air-Conditioned Assume or Pay Dif 








fe romatders tome 


Overfiows = 


Lakesite 
Drainage 
Irrigated 

Sub eotl 
Hard-Pan- Ete 


Compiler deacripiion of 
GLENN W. McPALL COMPANY 


or 











Listing cards 
agreements appear on reverse side 
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above show type of information obtained 
Cards and other visual forms 


TO OLENN W. MeFALL COMPANY 


of yous aaverment to list. an@ to wee ro 
clastve right Wo reut or lease my property legally 


or agua se other rent. terms or conditions lo which I consent 


ston comtract can he cencelled without prejudice to any deals you may bare proding three months after 


You are herehy euthorined to erecote & 
ipvigied. You are abo authorized wo place a Fur Kent 


Que renta! application if stewed hy tenant will save rou grief and money thru dass novice of vaceocs clause. 
property oo reverse side 


Wichita, Kansas 


efforts to find s renter. I hereby grant rou the ex 


wr 
deecrited oF Knuwa as 


You may re-lies with other Realtors Said sole 


0 lease for said progerty In ms eame on the rent and terms abe 
Sign on sald property and Ww remove al: other signs of 








Listing 
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used appear in McFall’s salesman’s manual, which also outlines 
listing system, contains data on company and real estate trends 
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coded so that single letter entries 
can be used. This permits the use 
of smaller and neater forms. Dif 
ferent letters of the alphabet stand 
for such things as the different 
market value of listings, exclusives, 
not for sale, for record only, rent 
ed, sale sign up, trade, zoned, and 
many other descriptive factors. 

One of the McFall listings forms 
is a regular listing card with an 
exclusive listing agreement on the 
reverse side. Other cards and forms 
are used for net city and farm list 
ings and rental listings 

Most entries on these forms are 
made by the “key” letters but 
space is also provided for informa 
tion about the owner and for other 
facts and figures not covered by 
the code system. 

The need for separate docu 
ments for handling some transac 
tions is eliminated by a form that 
has agreements printed on it for 
both open market and exclusive 
listings 

The forms used for entering 
salesmen’s return calls have space 
for such notations as property re 
viewed, competitive offerings, com 
parison value, creative selling, 
and “why hold further.” This in 
formation is in addition to such 
data as name, address, et cetera 
As many as six calls are some 
times necessary to gain this in 
formation before the prospect is 
sold or finally given up. 

Each salesman has an_ office 
journal which is filed in a Klera 
desk container on McFall’s desk 
Here, all the salesman’s business 
appointments, whether new or old. 
and all calls or messages received 
are recorded with the date of entry. 

These journal entries are check 
ed by the salesman as he receives 
them or as he enters them in the 
personal book that he carries to 
outline his daily work plan. Prop 
erties shown and prospects’ com 
ments are also noted in this jour 
nal. 

An activity record is also kept 
for all salesmen. The name and 
phone number of each salesman is 
listed and on one side of this entry 
is a column headed “Repeat Calls 
and Trades” and on the other side 
a column headed “‘New Calls.” 

The columns are separated into 
four sections permitting entries 
of dates and figures for four weeks. 
This record makes it possible to 
check each customer received in 
the office, the pull of the company’s 
advertising, and the old and new 
calls each salesman makes, and 
listings received. 


Nationa Rea Estar 


McFall salesmen receive an op 
tional listing bonus of 214% of 
the commission collected on regu 
lar listings and 5% commission on 
exclusive listings. 

These commissions are given 
only if the listings, inspection, and 
classification had been completed 
when the property is sold. Failure 
to turn in listings forfeits the op 


tional listing bonus on all previ 
ous listings. 

McFall says that an activity re 
cord should be kept in fairness to 
salesmen. Fairness is one ong he 
constantly stresses to keep har 
mony among his salesmen. 

Permanent listing records, reg 
ularly revised by secretaries, are 
kept in the office on 11x17 inch 
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Name 

Res. . Address | ; 
Bus. Address 
See Wher. 
Requirements 
Now Owns 
Exchange 


Date Calls Property Shown 


No Calis _ 


Name 


Nothing Shown 





Phone 
Phone 
Source 


Match “Wants” 


No Follow Up 
Address 


Date 
Family 
Price 
Pay Down 
Per Mo 
Income 
Salesman 
Inter Next Call 


st Created 


Why Pile 


Sale (Over) 








Prospect card above is filled out by salesman; shows property 
created, time of next call. Reverse side has space for notations 


wants”, 
on competitive offerings 


data interest 


comparison values, property reviewed, return calls 


32 
reever, 


“Thelma 





cnowsky, “. 


+ 
miller 


Activity record, listing name and phone 


number of 
makes it possible to keep accurate check of each customer re 


— “= 
Le de 





dates of calls 
pull of 


salesman, 
ceived in office 


each 


company’s advertising, salesman’s progress, listings received 
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CLASSIFIED 





KEY TO LISTING INDEX 


A--Listings Market Value ($250.00 above market in 


price after listing price). 


B--Listings, $250.00 to $500.00 above market. 


--Listings unmarketable. Reduce price. 
D--Apartment site. 

Ex-Exclusive 
L--Look, list. 


M--Manufacturing site. 


P--Building Permit. 


R--Rented, get appointment. 


oned, comme 
District Zoning Maps. 


Ex-seans ours, -Ex seans ---- 


ei; ZD or iM respectively. 


» L-Bx wears ----, 


See Your Area and Use 


i * 


LISTINGS 


KEY TO TRADE INDEX 


PPORTUNITIES 


* to Index to cover 
tions in your loeslity 


An office full of listings is of no value if they are not properly tabulated or 
are not complete. Each McFall listing is completely classified for ail details 
of property on sheet above. Reverse side gives keys to listing and trade index 


sheets of paper. Properties sold 
are taken off the records, new list 


ings are entered, and_ revisions 
made of property entries that have 
been made saleable by reductions 
of price. On the back of the forms 
are their key index letters . . . one 
for listings and one for trades 

The records are filed in poster 
binders and are accessible for use 
by salesmen at all times. With the 
McFall system it is possible to 
find any information instantly, 
whether in the office record book 
or in the salesman’s book. 

A sales manual, which is pro 
vided each salesman, gives a com 
plete picture of all real estate in 
formation needed. It contains il 
lustrations of all the printed forms 
and cards used, sample newspaper 
ads and editorial write-ups, a short 
history of the company and its 
activities, and other valuable data. 

McFall says that a simple grad- 
ing system is indispensable for 
classified listings. Properties must 
be graded according to their values 
from the standpoint of saleability. 
His system for grading properties 
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is to use the first three letters of 
the alphabet in the following man 
ner: “A” for marketable property, 
“B” for property that needs a sub 
stantial reduction in price, and “C” 
for property that has such an im 
possible price that not even a sub 
stantial reduction in price will 
make it salable. 

In a large collection of listing 
cards it is easy to have 25 or more 
“A” cards or selected listings and. 
while these are being sold. 
perhaps 50 “B” properties are in 
the process of being made market 
able to replace those sold. 

Trades should be listed by all 
means, McFall says, for they are 
one of the most important sources 
of income of a brokerage business. 
Trade listings are also a great help 
in breaking the shock of a chang 
ing market. 

McFall believes that all real 
estate offered should be rated or 
it is worthless on the listing books. 
Separate appraisals portray eco 
nomic and physical influences and 
the results of obsolescence and de- 
preciation. A listing manual 
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should form the basis of valuations 
and procedure. Property briefs 
featuring floor plans, building 
specifications, and property analy 

ses supplement office records for 
appraisals and special sales pro 
motion. 

Of the many ways to get list- 
ings, McFall feels that the person 
al call has no equal. The telephone 
call is a good second and taking a 
carfull of salesmen to a designated 
neighborhood and assigning one 
to each block to check for listings 
is another good way to get listings 

“Tt is also important not to over 
look the valuable advertising to be 
had from posting ‘sale, ‘sold,’ 
and ‘rent’ cards on listed proper 
ty,” McFall says. “If a few or all 
of these methods are used, a port 
folio full of good listings can be 
obtained. 

This theory has worked so long 
and so efficiently that he has made 
two slogans from it. . . “Averaged 
One House a Day for Five Years” 
and “Averaged One Sale Every 
Other Day for Twenty-Two 
Years.” 
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New Shopping Centers 


e Waukegan 
Shopping Center 


eee eae FOR completion in March, is a mod 
ern designed, one-story shopping center in Wau- 
kegan, Illinois, developed by Cain and Culhane, Inc., 
Chicago realtors. 

Crab orchard stone and redwood are being used in 
the construction and a new type vision glass is being 
used to add safety and appearance to store windows. 


@ Lincoln Viliage 


~EYED TO EASY shopping for the 60,000 motor 

ists that pass this area in a 16-hour period, the 

first units of the $2 million Lincoln Village shopping 
center in Chicago, were opened in November. 

Four buildings of contemporary design with 100, 
000 square feet of floor space occupy the 15-acre site. 
Materials requiring a minimum of maintenance were 
used in the construction. Red Roman brick in com 
bination with specially made cement brick with a 
buff tone and panels of gray brick carry out a mod 
ern color scheme. In addition, aluminum, glass, Indi 
ana limestone, and California redwood were promi 
nently used. 

Lincoln Village has a store frontage of 1640 feet 


ONSTRUCTED AT a cost of approximately $93,- 

000, the Millington Retail Center provides _— 
ping facilities for personnel of the three Naval estab 
lishments at Millington, Tennessee. 

Built by Wallace E. Johnson, Inc., the center con 
sists of two, one-story brick buildings which have 
101-foot frontages, are 80 feet deep, and connected 
by a covered court. A wide mesial cana extends 
over both the front and side walks. 

The buildings have concrete floors and overhead 


The center will have more than 15,000 square feet 
of floor space and will contain five commercial busi 
nesses including, to date, a food market and variety 
store. Leases for a drug store, shoe store, and bakery 
are being negotiated. 

The firm of Clarence L. Dahlquist and Associates, 
Chicago, is the architect and builder of the project 


and, when completely occupied, will have approxi 
mately 50 individual merchants. Ten to 15% of the 
space will be leased to national chains. A modern 
medical center is also to be part of the Village 

Stores in the project will be within 250 feet walk 
ing distance from the center of the shopping area. A 
parking area for 1200 cars covers 10 acres and is 
landscaped, fully lighted, and paved. 

The shopping center has a series of canopied ped 
estrian mm that will be used for free public enter 
tainment. 

The buildings and most of the individual stores 
were designed by Sidney H. Morris and Associates 
and general contractor is Industrial Constructors, Inc 


@ Millington 
Retail Center 


heating units. Hard-surfaced, off-the-street parking 
areas and drives have been developed that are land 
scaped with flower beds, screen plantings at the rear, 
and end borders 

Tenants for the retail businesses were selected for 
the diversity of their services and space has been 
allotted for a grocery, market, department store, dress 
shop, jewelry store, drug store, Frtemeey barber shop, 
military tailor, and rental office for the Millington 
Homes, Inc. Company. 


Nationa Rear Estate aNnp Buttpinc Journat — February, 1951 19 





By EDMUND MOTTERSHEAD 


it may be that you're proposing a housing project for approval by 


a financing organization, trying to sell an industrial location or 


commercial property to a company, or presiding at an office meet- 


ing. Whatever it is, you should know how to present proposals that 


will lead the group to the decision you want. Here are steps that 


will influence any group to ‘‘sell themselves” 


on your proposa! 


How to Handle Group Sales Presentations 


YELLING TO A group is not en 
s tirely solved by the realtor’s 
ability as a speaker, by his know 
ledge of what he has to sell, or by 
his self-confidence, polish, and pre- 
paration. To a large extent, group 
selling becomes effective only 
when the special aspects of the 
group situation are considered and 
when certain techniques for con 
trolling group discussion and 
bringing about group discussion 
are used 

Any group selling is basically 
different from selling to one indi- 
vidual. With a single person, a 
direct conversational method usu 
ally yields a full meeting of minds 
in a relatively short period of time 

In contrast, the members of a 
group seldom have the same back 
ground, the same approach to their 
particular problem or need at the 
moment. the same degree of un 
derstanding of company problems, 
the same amount of intelligence or 
quickness of response, or the same 
emotional make-up 
s Any group situ 

a ation tends to be 

much more an 

emotional situa 

tion wherein factors of enthusiasm. 

disagreement, face-losing and face 

saving, and heated argument more 

frequently and more readily come 

to the surface than in dealing with 
a single prospective buyer 

The first principle to watch 
in selling to a group or a purchas 

ing committee is mot to make a 
speech and then sit down and let 
the group chew it over among 
themselves. That is what the group 
will ordinarily expect. and it is the 
method commonly used — by 
which a great deal of business is 
lost due to failure on the part of 
the salesman to control the subse- 
quent discussion. 

The basic strategy of the sales- 
man. is to tell his basic sales story, 
and then to start a discussion and 


guide it to the decision he desires. 

One of the best techniques is 
to ask a leading question, get a 
number of responses coming from 
members of the group, then pick 
out the response which follows the 
line of thought the salesman favors, 
and develop the thought still fur 
ther with a follow-up question. By 


Q repeating this pro- 


cess you not only 
ee allow members of 
the group to ex- 
press divergent ideas and avoid any 
feeling that you are bottling them 
up. but at the same time you are 
drawing from the group ideas and 
facts and opinions which you need 
to support your own case. In effect, 
you draw them into “selling them 
selves.” 

Avoid any habitual or obvious 
“pattern” of picking out the re- 
sponse you use to develop your 
leading and follow-up questions. 
Remember that you are not argu- 
ing with the group. Rather, you 
are on the same side of the fence 
with them, working out a solution 
to your mutual problems. 

Sooner or later, in almost every 
group discussion, someone will ask 
a question to which you don’t have 
the answer. Rather than stalling or 
verbally dodging the question, it’s 
much better to come right out and 
say you haven't the answer, but 
that you will get the information. 

In order to clarify your own 
thinking, prepare a careful basic 
presentation, built, around visual 
aid devices, if possible, so that the 


=-| essential sales mes- 


sage is put forth 
hae pe ad <k and ef- 
— fectively. Equally 
important is to prepare a_ writ- 
ten plan for the following discus- 
sion so that you can anticipate 
questions and arguments. In mak- 
ing such a plan, consider the fol- 
lowing elements 
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1) Write down the clear objec 
tive of the conference stated in 
terms of the company’s or group's 
specific problem. 

2) Uncover all you can about 
the positions, interests, viewpoints, 
background of the individual mem 
bers of the group 

3) Check over in advance with 
the “chairman” of the meeting 
your proposed agenda, finding out 
more or less what his outlook is, 
something of what he may be 
planning to say. Prepare your 
opening remarks to fit into the 
situation smoothly. 

4) Prepare leading questions, 
follow-up questions, and anticipate 
your “pick-ups.” 


5) Try to limit the discussion fol 
lowing your presentation to one 
issue at a time. Get the group to 

define in the dis 

7 cussion exactly 

Gro (00) what their need 

for a new location 

or property is. in specific terms. A 

blackboard may help in this. Then 

go on to the next step — the deter 

mination of what will solve the 
problem. 

6) Plan in advance what analy 
sis you are going to help them 
make of their problem, whether it 
be a cause-and-effect analysis, a 
ways-and-means analysis, or what 

7) Prepare a summary of the 
discussion to close the conference 
so that the decision reached is clear 
in everyone's mind. 

Here are a few basic principles 
to keep in mind in selling groups 
Stay te! headed. Keep the 
cussion on the level of mutual 
problem-solving. Have a plan and 
stick to it. Be confident — don’t be 
hesitant or indecisive. Make the 
group think the decision reached 
is their own idea. Have plenty of 
“proof” with you —- pic 


tures, records, and other data to 
substantiate value. 


dis 
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PHOTOS BY LIBBEY-OWENS-FORD GLASS COMPANY 


Front-Line Face- Lifting 


Whether you ae building a shopping center or modernizing a 


store, don’t overlook the sales-pulling qualities in modern store 


front design. Open-face store fronts make the whole interior a fec- 


tured display, but inside and outside have to be planned as a uni? 


POINT OF major importance 
[\ in building a shopping center 
or modernizing store properties is 
that of taking full advantage of 
the sales-generating advantages of 
open-face store fronts. 

Large glass areas, not encum 
bered by fancy borders, provide 
effective framing for the interior uf 
stores and focus attention on the 
merchandise rather than on ornate 
design. This simplicity is essential 
if full advantage of visual open 
ness is to be gained 

Open-face line fronts also give 
customers a preview of merchan 
dise and servic e. But in this switch 
to “opening up” the store, careful 
thought must be given to mer 
chandise display. The whole in 
terior must be integrated as a unit 
with the exterior. From all angles 


the view must reflect thoughtful 
arrangement 

An important problem in this 
inside-outside planning is that of 
reflections. Correct ulting of dis 
play windows can do much to re 
duce reflections to a minimum. 
Windows properly canted can as 
sure that any reflection there is 
will be that of the street and not 
that of some brightly lighted store 
across the str2et. 

To give clearer vision to the in 
terior, pastel colors should be used 
for inside Wall surfaces and fix 
tures. These colors are pleasant to 
the eye and when well lighted 
they reduce reflections of out-of 
doors to a minimum. Other helps 
are light colored floor coverings 
and dark sidewalks 

Colors should be carefully select 


e NOW 


Cluttering details and outdated 
“gingerbread” only served to 
give this building an “old shoe’ 
look. But a sleek, new front of 
simple lines gives it modern sales 


appe al 
@ THEN 


ed so as to feature the merchan 
dise rather than to divert atten 
tion from it. It is an interesting 
and profitable point to note about 
color that it is not one particular 
color that we find pleasing, but 
rather the association of one color 
with another that produc esa pleas 
ing result. 

Lighting of colored surfaces is 
extremely important inasmuch as 
correct lighting spells the differ 
ence between vivid and dull dis 
plays. A good rule of thumb to re 
member in this respect is that cold 
light (such as daylight) goes well 
with a color like blue and that 
warm light (such as filament or 
fluorescent pink and gold) goes 
well with colors like yellow and 
red. 

Mirrors play an important part 
because they can reflect and make 
wide what would ordinarily be a 
narrow span. They suggest a spac 
iousness much to be desired to 
further the openness intended 
Mirrors used on a column seem to 
decrease the size of the column 
and in some cases the column 
seems to disappear entirely 


Interior and exterior were planned as one in this transformation. Clean expé oO Ww VS 
THEN e I $s , in expanse of shop windov e NOW 


and doors replaced peep-hole glass areas. Darker facade is easier 


i, —) 


Sevalingendie, = 


WYLIE'S DRUG STORE ~ 


oil lees 
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Homes Our Readers 
Are Building 


In spite of small lots, Realtor-Builder Mollgaard found a way to give ‘‘space appeal” to her homes 


e@ IN WISCONSIN UILDING AN ATTRACTIVE, spacious, and saleable home on a lot only 
30x120 square feet was a problem easily overcome by Realtor-Builde1 
Henny Mollgaard of Milwaukee. 

Constructed on one of these small lots in a desirable neighborhood, the 
pictured two-story, three-bedroom home has a full basement and sells for 
$12,500 including lot. The exterior finish is cedar shake wood shingles. Paint 
ed shutters, doors, and the scalloped trim around the three-section living 
room window contrast with the dark wood exterior. 

Mindful of the desires of a housewife, the builder used millmade kitchen 
cabinets with flush birch doors, cedar-lined guest closets, knotty pine stair 
halls, and a linoleum cove base in the kitchen. Plaster archways over the living 
room entrances help avoid a severe, straight line appearance in the interior. 

The home has a gas-fired Janitrol unit, Kohler plumbing fixtures, Formica 
sink tops, and oak flooring with the exception of kitchen and bath 

In merchandising her homes Realtor Mollgaard employs the usual methods 
of advertising but has found that participation in the annual Milwaukee 
Parade of Homes show is one of the best mediums of demonstrating the work 
manship of her construction. 


e IN ILLINOIS 
Color blending of exteriors and interiors plus wide variety of designs mark Wheaton builder’s homes 


DESIRE TO BUILD homes that would present a 

“neighborhood” appearance rather than a “project” 
appearance was the plan behind the 81 two- and three 
bedroom homes just completed in Wheaton by Richard 
Smykal, Inc. 

In order that “last minute” requests for design changes 
would not alter the desired overall planning, the builder 
did not sell his homes until after completion. This sales 
procedure also assured prompt occupancy. 

The pictured three wea basementless home sells 
for $12,700, has a ceiling-height fireplace, 855 square feet 
vf living area, attached garage, and a full-length built-in 
wardrobe storage wall. Landscaping includes shrubbery 
and a front entrance planting box. 

Kitchen and bathroom floors are asphalt tile and plumb- 
ing fixtures are American-Standard. Included in the sales 
price are a Bendix automatic washer, Welbilt gas range. 
and Youngstown steel kitchen cabinets and sink. 

Farwest Homes manufactured in Chehalis, Washington. 
and offering a choice of 24 different exteriors, were used 
by the builder. These homes are designed and styled by 
Architect W. A. Wollander. > 








e@ IN NEW JERSEY 


Construction is near completion in Builder Grosso’s 12-home, ranch-style Lyndhurst development 


Ups LAST FIVE HOMES in a 12-unit, ranch style housing project are 
being completed in Ho-Ho-Kus, by Builder Frank S. Grosso of Lyndhurst 
Built on lots averaging 75x150 square feet and selling from $16.750 to 
$16,900, the three-bedroom homes are in a court-style, traffic-free locality 
close to transportation, shopping centers, schools, and churches 

The pictured home has 1120 square feet of living area plus an attached 
20x11-foot garage. Its living room measures 1112x171 feet, has a panelled, 
bowed picture window, and fireplace. A snack-bar partition separates the 
kitchen-dining area. 

Diagonal subflooring with beechwood flooring above, ceramic tile bath, 
Formica-topped kitchen cabinets, and interior flush doors faced with Mexi 
can mahogany are some of the construction features used to please today’s 
particular home buyer. 

Exterior finish is double-coursed red cedar shingles with variations of 
Alleghany stone and vertical knotty pine siding. Interior walls are plastered 
and the outer walls and caps are insulated. 

The home’s 12x19-foot flagstone patio with wooden ranch-type fence rail 
ing, can be used for summer outdoor lounging 

George H. Beckman Inc., Teaneck realtor, is the sales agent and Frederick 
W. Harsen is the architect. 





Jacksonville realtor is building $8250 to $11,250 masonry homes for year-round ocean front living 


e IN FLORIDA 


[INE DIFFERENT house designs, some with three bed 
| YN rooms and others with two bedrooms and studio, are 
being used by Stockton, Whatley, Davin and Company, 
realtor-builders, in their ocean front development in South 
Ponta Verdra Beach. 

A two-bedroom, masonry home with attached garage 
sells for $8250. has 811 square feet of living area exclusive 
of porch, breezeway, and garage, and a 10(0-foot beach 
frontage. 

The exterior concrete block walls are treated with wate: 
proof cement paint and the interior walls are painted with 
cold water paint. The home has reinforced concrete foot 
ings under the masonry walls and a four-inch concrete 
floor. 

Interior partitions are frame constructed with V-joint 
vertical natural pine finish. Ceilings are exposed, showing 
roof rafters and roof sheathing. The roof has a four-inch 
thickness of asphalt felt covered with white rock aggregate 
imbedded in asphalt. 

Landscaping includes seven palm trees on the lot and 
natural growth is left between the house and highway 
A flagstone walk is provided from the driveway to the 
home and also from the oceanside back porch to an out 
side shower. 

















That Help Sell 











A Guaranteed Sales Plan 


A guaranteed sales plan for all new developments 
under his management is used by Realtor B. J. Berg 
ton, Teaneck, New Jersey 

Each of his client-builders is offered a guarantee 
that all new homes will be sold within a specified 
time or will be purchased by Bergton himself. 

lo qualify for this guarantee, a builder must first 
have his plans, specifications, design, location, and 
price of homes approved by Bergton. 


Plus Values for Homes 


To help new home sales in the critical months 
ahead, an eastern realtor suggests the following fea 
tures be installed in new home construction 

Attic fans . probably the fastest way to cool a 
home on a hot summer evening. Bathroom exhaust 
fans help draw steam from tub or shower and 
cut condensation problem of a home. Low-voltage 
wiring cuts the amount of armored b-x cable 
required, a material that’s becoming incense 
harder to get. 

Pass-through boxes at front or rear entrances . 
provide convenience for milk, newspapers, and small 
parcels. with no danger of burglary. Chimney vent 
connections rid kitchen of odors. help honsehold 
circulation. Steel fireplace shells 
with brick or masonry and. 
act as circulating heater 


can be covered 
if air ducts are installed, 


Dramatic Appeal in Window Display 


A window display that drives its point home in a 
dramatic manner is being used by the Van Schaack 
and Company of Denver, Colorado. 

A scale model of a building is shown enclosed in 
a bird cage with the display captioned “Is Your Plant 
Caged In?” Accompanying copy sets forth the indus 
trial services offered by Van Schaack and Company 

Passersby and potential prospects would need lit 
tle prompting to realize the full meaning of this pro 
motional message 
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Open-End Morigage 

An open-end mortgage may be the answer to a 
prospect unwilling to buy an old house in need of 
modernization because he lacks money for both pur 
chase and modernization. 

With this type plan, an owner who has partially 
reduced a mortgage can re-borrow funds to go ahead 
with modernization plans. For example, if he has re- 
duced a $12,000 mortgage to $10,000, he can re-bor 
row up to $2000, payable over the remaining life of 
the mortgage. 


Cooperative Planning 

Home buyers wanting advantages of custom-built 
homes at built-for-market prices are being helped by 
a Southern California builder. 

To determine in advance the market acceptability 
of his new homes, this builder has prospective buyers 
study architectural plans in various stages of devel 
opment, criticize them, and make suggestions. 

Many of the ideas discussed in this way form the 
basis for important changes in the final plans. 


Slow Down, Danger Ahead 

The most difficult part of a sales presentation in 
overcoming the natural resistance of a client towards 
a salesman is to know just when to stop talking and 
start listening. 

Fred T. Boyd, Boston realtor, says that in many 
cases a client is worn down to the point of exhaustion 
by an over-talkative salesman and gives in merely 
to escape further persecution. 

Other times clients are ready to buy but can’t get 
a word in edgewise. In either case, the salesman has 
failed to make a friend for himself or his product. 

The smart salesman masters the art of listening 
In a presentation, he never says more than the pros 
pect can absorb. And as often as possible he heeds 
the small voice within him which says, “Stop, Look, 
and Listen!” If a client is ready to sign up, at least 
give him a chance to indicate it. 


Advertising on Wheels 
A picturesque antique automobile is providing ex 
cellent company advertising for Realtors Tripp and 
Tripp of Corvallis, Oregon, and helping to give the 
public an idea of the age and solidarity of the firm. 
The car, a 1907 Brush Runabout, is similar to the 
first car owned by R. W. Tripp to show his clients 
real estate properties. Still operating perfectly on its 
one-cylinder motor, it is used in parades throughout 
the region and is exhibited during the year at branch 

offices of the company. ; 




















Answers. to Your Advertising Questions 


When, where, how should you place your advertising? These and 


What percentage of a_ broker's 
gross commission should be spent 
on advertising? 

A definite percentage should be 
viewed with caution. What works 
in one town may be high or low 
for another town. Also, the figure 
may vary from office to office. 

In one town, one newspaper 
may be sufficient — resulting in 
one cost. The next town may re- 
quire two newspapers, some direct 
mail, better winders displays be 
cause of a good traffic location 

The market may be good in one 
town and not in another. The 
season may affect sales. One office 
may be selling larger properties 
Salesmen may be better in one 
office than another, thus selling a 
higher percentage of prospects at 
tracted through advertising. 

A survey by the Journal show 
ed a median of 9.59% of the gross 
commission spent for advertising, 
percentages ranging from a high 
of 34% toa low of .75% 


Which day of the week is best for 
newspaper advertising? 

An Advertising Research Foun 
dation survey of the Troy Times 
Record, published every day ex- 
cept Sundays, shows the following 
readership of real estate advertis- 
ing 

Mon Tues Wed 
Men 7% 14° 16% 
Women 13° 14% 12% 


Thurs 
12% 
16% 

Fri Average 

Men 14% 14% 

Women 15% 14.66°; 


Note that the variation from high to 
low is only 6% 


Which is best, an ad with a lot of 
white space or one with descrip- 
tion? 

This depends on the amount of 
“sell” in the actual text used. 
White space will attract attention 
and stop the reader, but the first 
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other questi_ns can be puzzlers if you plan to get maximum effec- 


tiveness from your ads. Two experienced ad managers answer 


some of the questions asked most often by realtors, builders 


By RUSSELL W. YOUNG, Advertising Manager 


LESTER P. JENKINS, Classified Advertising Manager 
Seattle Times 


few words will determine whether 
it gets read. Answers will then de 
pend on description. 


Should the price always be in the 
ad? 

Generally yes, for maximum 
response. The reader wants to 
know if he can afford it. Poor de 
scription may give the impression 
it is not suitable. Price-conscious 
buyers may pass it by. Timid buy 
ers may be afraid to ask the price 
for fear of embarrassment 

A Sales Management Customer 
Survey showed 266 of 553 persons 
passed up merchandise without a 
price. 


How do you apportion advertising 
among your salesmen? 

Advertising should be correlated 
to a salesman’s production result 
ing from advertising, or prospects 
listed by the office and controlled 
on the basis of whether salesman 
has taken care of existing pros 
pects. 


What factors should be considered 
in radio advertising? 

Is available time a good spot? 
Can you afford a program that 
will pull an audience to the station 
used? What other stations and 
programs are on the air that may 
split the audience at the time 
used? 

(A survey among Journal read 
ers showed this division of their 
advertising dollar: newspaper 
classified, 61.57 cents; newspaper 
display, 21.7 cents; outdoor signs, 
6.53 cents; circulars to a list, 3.76 
cents; radio, 1.35 cents; handbills, 
.75 cents; window displays, .26 
cents; building shows, .20 cents; 
other forms, 3.88 cents.) 

The best radio time is during 
sports programs. 


Can you suggest any way to help 
keep down the cost of classified ad 
vertising? 
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Select the best advertising medi 
um available in your community 
and concentrate in it until 
merit an increase in your budget 

Devote more time to careful 
copy preparation. Make words 
count. 

Use several small scatter ads for 
variation with larger ads where 
listings are not too outstanding. 


Where the newspaper does not 
segregate ads by district, do you 
think it better to run ads in one 
space or scatter them? 

Larger ads with each offering 
featuring the district may give the 
impression your office serves main 
districts, better districts, or what 
ever you wish to convey 

Scatter ads may be just as effe: 
tive by virtue of the number of 
times the reader sees your scatter 
ads. A scatter ad may catch a 
reader’s attention and get you a 
customer because the ad reads like 
the kind of a house he wants, even 
though it may not be in the district 
he thought he wanted, Many small 
ads at times out-pull larger ads 


sales 


How much bearing does the posi 
tion of the ad have upon the re 
sults? 

Sometimes the smallest ad bur 
ied in the most out-of-the-way 
place in either classified or dis 
play advertising in the newspaper 
will produce the greatest amount 
of results. Results depend more 
upon what is said in the space. 


What damage is done the real 
estate market by advertisers who 
have a $7,000 house for sale and 
whose description of it gives the 
reader the impression that it is a 
$10,000 or $12,000 value? 

Such practices unquestionably 
reduce the confidence of the read 
er in real estate advertising as a 
whole, and do more to drive pros 
pects to ads published by the own 

(Please turn to page #0) 








How to Reduce Apartment Heating Costs 


Underheating and overheating in apartment buildings cause ten- 


ants’ tempers to flare . . . and costs to go right up with them. If you 


haven't taken pencil and paper to do some figuring lately, you'll 


be astonished at the bigger slice heating costs are taking out of 


your operating dollar. Our author was, so he devised charts and 


fuel control methods that save him 20 tons of coal and a score of 


headaches every year on a 64-unit building. Here is his formula 


WE CANNOT economize on 
taxes, any more than we can 
reduce payroll in the face of ris 
ing living costs. Apart from these, 
fuel is the most expensive item in 
managing an apartment building 
in many areas 

As an example, in one apart 
ment house we manage, we added 
five units by remodeling storage 
space and so were able to increase 
annual income by more than 25%. 
Nevertheless. we spent more than 
eight cents out of every rent dollar 
for fuel last year, as compared 


*Mr. Wentzel first presented this article 
as a talk before the 23rd annual meeting 
of the Middle Atlantic Conference of 
Building Owners and Managers 
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1941 
Lets deal chiefly with fuel econ 
omy by the 
yardstick 
A degree day is the measure of 


with only seven cents in 


using degree days 


fuel required for space heating 
The amount of fuel needed is pro 
portional to the number of de 
grees the outside mean tempera 
ture on any day falls below 65 
The daily mean is found 
by dividing the high and low 
reading by two. Each degree the 
daily mean falls below 65 degrees 
is a degree day. If the mean for 
today is 55 degrees, then we have 
10 degree days, and it should take 
10 times as much fuel to heat this 


degrees 
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By GEORGE C. WENTZEL* 
American Realty Company 
Washington, D. C. 


building as it would on a day when 
the mean was 64 degrees 

It is clear, then, that the lower 
the mean temperature, the more 
cegree days, and the more degree 
days, the more fuel used 

By analysing fuel consumed 
over a period of years, and divid- 
ing it into the total degree days 
for that period. you derive a factor 
for that particular building. You 
can use this factor in computing 
your purchasing needs and check 
ing actual current consumption. 

I made a practical application 
to a seven-story 64 unit apartment 
building with a hand-fired boiler. 
I found that my normal consump 
tion was 187 tons of run of 
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mine. The guide chart now in use 
has just nine lines in eight col 
umns, a percent of degree days for 
each month, tonnage normally re 
quired each month, tons ordered 
each month, tons used each month, 
and a column of cumulative fig 
ures for each of these four columns 

Monthly consumption is ascer 
tained by the resident manager 
when the janitor reports tonnage 
on hand the first of each month 
To this is added the month’s deliv 
eries, less the balance on hand at 
the end of the previous month 
Through this method and certain 
others I shall describe, we save 20 
tons of coal a year 

Keeping tenants comfortable is 
quite a problem when the tempe 
rature outside fluctuates as much 
as 30 degrees in a 24-hour period 
When the thermometer drops ap 
preciably below 65 degrees, space 
heating is required, but at 70 de 
grees it is easy to overheat. Eco 
nomical heating precludes over 
heating and underheating, and of 
course eliminates undue heat loss 
Adequate gauges, recording instru 
ments and consumption records 
such as have just been described 
are of great value. 

In the simplest method of hand 
fired control, three thermostats 
will do the trick. One is placed out 
side, another inside in a normal 
location, and the third in a cooler 
part of the building, perhaps a 
hallway with northern exposure 

The fireman in the course of 
his duties has access to each of 
these thermostats, but refers most 
frequently to the one in the cooler 
part of the building. This serves 
as a pilot because when the read 
ing is below 70 degrees, he knows 
the apartments need more heat 
When this pilot reading exceeds 
74 degrees, he knows that the 
apartments are getting more heat 
than required. 

I have a $125 recording thermo 
meter, which makes a graphic rec 
ord of a full week of heating oper 
ation in my 33-unit apartment 
building. This kind of record is 
useful in meeting tenant com 
plaints and more important 
it keeps the janitor on his toes. He 
is punching an everlasting time 
clock every time he adjusts the 
damper or picks up his shovel. My 
janitor, far from being displeased, 
was gratified to think that I bought 
this gadget to help him do his job 
better. The device paid for itself 
year by the fuel 
made possible. 


in a saving il 


An excellent means of obtaining 
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uniform heat with a hand-fired 
steam boiler is an automatic damp 
er controlled by the level of steam 
pressure. The stack damper opens 
and the draft damper closes as the 
steam pressure rises and the damp 
ers reverse when the pressure falls. 

More elaborate methods involve 
thermostatic control of firing. A 
simple illustration of this is the 
thermostat in your own home, 
where you perhaps use natural gas 
to heat fan-driven hot air. But the 
problem of delivering heat uni 
formly to every unit in a large 
apartment building is not so sim 
ple. One method uses inside and 
outside thermometers working to 
gether to actuate electronic firing 
controls. Full information about 
such methods may be had from 
any competent heating engineer 

The heating problems of larger 
buildings can be solved, or at least 
alleviated, by applying much the 
same approach as in smaller build 
ings. The other day I inspected 
the new heating plant in an 
old 150-unit apartment building. 
About 150 feet of wall in the boil 
er room had been removed last 
summer to admit two fine steam 
generators. 

These generators embody the 
“new look” . Clean-lined cylin 
ders far different from the 20-year 
old stoker-fired. fire-tubed boilers 
they replaced. These were fabri 
cated at the factory and arrived 
completely assembled. I have 
heard of one case in which the old 
boiler was replaced by one of these 
with only a 24-hour interruption 
in service. 

The pit where the old boiler 
rested is no longer needed, for 
these fire-tube steam generator 
burn heavy fuel oil which is pre 
heated and ignited by electricity 
and natural gas. Thus, the pits have 
been filled and the floors are now 
‘lush, simplifying the cleaning and 
maintenance problem. 

These new generators cost about 
$27,500, and other improvements 
in the heating system brought the 
total to nearly $35,000. The com 
bined horsepower of the plant is 
400, as compared with 250 of the 
old plant. Already some of the 
savings resulting from the change 
are reflected in lower fuel and 
maintenance costs. In November 
alone the fuel saving was about 
$350 

The generators are set to fire 
when steam pressure drops to five 
pounds, and to shut down when 
pressure has reached 10 pounds. 
The mechanical that 


brain runs 
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the system is set to maintain com 
fortable temperature throughout 
the building from 5:30 a.m. to 
10:30 p.m. and drops back auto 
matically to 60 degrees for the 
night. The generators furnish the 
steam that heats the domestic hot 
water supply, winter and summer 

One means by which maximum 
steam efficiency is developed in 
the building is the fully automatic 
vacuum return. Ideally, a vacuum 
of 25 inches is maintained in the 
system, producing steam distribu 
tion five and one-half times as 
great as otherwise. In other words, 
the vacuum enables one pound of 
steam to expand to more than five 
times its normal volume. This con 
dition results in better steam traf 
fic and heat distribution. 

A fundamental of good heating 
practice is to have all radiators 
heat simultaneously regardless of 
their size or distance from the 
heating plant. The adjustment, 
called “balancing the system,” can 
be done effectively by the use of 
orifice plates with openings of vari 
ous sizes. Generally speaking, the 
more remote radiator is given a 
larger orifice, and the radiator 
near the heating plant has a small 
er orifice. The supply of steam to 
radiator accordingly is stepped up 
or down to meet various conditions 
throughout the building 

Here are a few simple rules for 
effective heating 


Install a barometric damper in 


the breeching. This damper opens 
and closes to compensate for the 
effect of wind and atmosphere 
changes on your draft. Thus the 
heat is conserved within the fire 
box when the fuel otherwise would 
be depleted by draft action before 
the building calls for more heat. 

Install outside weather control 
in the form of a tamper-proof ther 
mostat. 

If you have a gravity return 
system, replace it with a conden 
sate return pump or a vacuum 
system. 

Make regular use of boiler com 
pounds to eliminate scale and 
duc e corrosion. 

Finally, clean flues, breeching, 
tubes and base of stack regularly 
with a large vacuum cleaner 

Mark Twain said that every 
body talks about the weather but 
nobody does anything about it 
We building operators are expect 
ed by our tenants to “do some 
thing” about it, and that is why 
attention to your heating plant will 
pay off. not only in savings, but in 
the goodwill of your tenants 





VA’s T. B. King predicts 20,000 
to 25,000 homes for GI’s_ will 
be built each of next six months 


Cautious 


By BOB FAWCETT 
Managing Editor 


— going ahead . . . cau 
tiously weighing all the 
factors of price control, defense 
housing, financing, material short 
ages . and they expect to end 
the year building more than 800, 
000 housing units. 

And so they came thronging 
into Chicago last month for the 
eventh annual convention of the 
National Association of Home 
Builders. They were proud of their 
ndustry’s record-shattering total 
for 1950 of 1.389.500 housing 
tarts. But they were worried, too. 
They wanted to ask questions 
about the year ahead . where 
defense housing would be located, 
Whether Regulation X would be 
relaxed, whether they could ex 
pect to get lumber, wiring, plumb 
ing, shingles, refrigerators for the 
homes they are planning. 

Most of them didn’t discover the 
answers. In session after session at 
Chicago's jam-packed Stevens 
Hotel they asked the same ques 
tions. But no one was positive of 
the answers. There was assurance 
by HHFA’s Raymond Foley that 
Regulation X would be relaxed 
in defense areas so that defense 
housing could spring up. But he 
admitted he didn’t know where 
such defense areas would be locat 
ed. And he said that Regulation X 
probably would be relaxed only in 
very specific areas perhaps 
even so specific as a project itself. 
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“Unrealistic controls can defeat 
defense housing,” says “Bill” At- 
kinson at a policy-making session 


Optimism... 
Undertone of Builders’ Convention 


There was no denying the un 
Perhaps it 
was set at the first press conference 
when NAHB’s 1950 president, 
Tom Coogan of Miami, said that 
the government had learned its 
lesson, that housing in this emer 
gency period wouldn't be “cut off” 
as it had during World War II, 
that consequently the government 
would allocate materials to hit the 
00,000 goal that it had set. 

Coogan spoke optimistically 
about material availability. He 
admitted the shortage of copper, 
saying that it is “critical,” but he 
was quick to say that “alternate” 
materials would be available. He 
mentioned aluminum as one of 
these “alternates,” explaining that 
the government would reactivate 
aluminum plants, making more of 
the metal available for the housing 
industry. (Since the convention. 
aluminum has been put on the 
critical list 

Journal editors, surveying scores 
of the delegates who overflowed 
convention halls, found a ground 
swell of individual optimism and 
resourcefulness. Not one delegate 
was without building plans. Either 
they had outstanding pre-Regula 
tion X committments, or were go 
ing to build defense housing, or 
had orders and materials to carry 
them well through the year. or 
some other blueprint for °51 up 


dertone of optimism 
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Delegates jammed exhibit halls 
in two hotels to see newest build- 
ing products of 160 manufacturers 


their sleeve. As one builder put it, 
“We're going ahead, believing that 
things are going to get better be 
fore they get worse.” 

A typical comment came from 
Louisville Builder Dave Wilson 
“We started off to build inexpens 
ive homes. The downpayment 
started at $350. Now its up to 
$1700. There seem to be fewer 
buyers and they have less money 
now. Last year we built 200 hous 
es. We have 90 under construc 
tion now to be completed in June. 
We'll build more when the defense 
bill comes out.” 

Marvin L. Gassman of Dallas 
who built 20 houses in 1950 and 
plans the same for this year, ex 
pressed the feeling of many. “It 
looks like our biggest problem will 
be to get materials that have cop 
per, steel, brass, and other metals 
And our next puzzler will be to 
get good workmanship. We had a 
30% increase in construction last 
year in Dallas. The workmen that 
aren't any good can skip from job 
to job. The good workmen keep 
wanting more money. 

Many other builders find their 
sales are far ahead of construction 
I'ypical of these is Alex Treuhauft. 
realtor-builder of Cleveland. “Sales 
on our project of $9800 homes are 
so far ahead that we haven't felt 
Regulation X. But one of our big 
problems will be to get labor. Pro 
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Realtor-builder Henny Molligaa 
champions American housing in 
debate on economy home design 


rd 








Builder Dave Bohannon outlines 
street layout in his Hillsdale De- 
velopment to other land planners 


“Bill” Powell, energetic realtor- 
builder, right, awards member- 
ship plaque to 


Hard working Tom Coogan, 1950 
president, dons headdress as new 
member of Oklahoma Indian tribe 


Ravmond Foley of HHFA de 
clares that Regulation X will be 
relaxed in specific defense areas 





ductivity has slipped back to the 
1947 level because workmen know 
they can get a job anywhere.” 

At one general session, there 
was visual evidence of building 
plans for this year. William 
Clarke, real estate consultant of 
the Federal Reserve Board, asked 
builders for a standing vote on how 
many homes they expected to build 
this year. When the survey was 
completed, it was evident that few 
were planning to cut their 1950 
volume more than one-third 

Of the 160 building material 
and equipment manufacturers dis 
playing their wares in the exhi 
bition halls of the two hotels, few 
showed the same sales aggressive 
ness as in years past. Many were 
ready and willing to take orders, 
but reluctant to promise delivery 
dates. Others were there just to re 
mind builders they were still in 
business how much for the 
building trade or for defense pro 
duction they couldn't say. 

Perhaps the biggest impetus of 
the convention was given to the 
prefabricated home industry. Con 
ventional builders who, in years 
past, had shunned prefab manu 
facturers as “competitors,” were 
trying to find out more about the 
industry and how it could assume 
some of their worries about ob 
taining materials and financing. 
See page 34. ) 

A chief worry of some of the 
convention delegates was erased 
by Housing Administrator Foley 
when he said he had been assured 
that all housing would be handled 
by the HHFA. 

This point was of major signifi 
cance since the Defense Housing 
bill, now being discussed in Con 
gress, gives authority to the gov- 
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ernment to build, own. and rent 
housing units in areas where hous 
ing agencies have decided private 
building and financing facilities 
are not adequate to do the job. 

Some builders, familiar with 
much the same type of procedure 
which existed under the Lanham 
Act during World War II, were 
quick to recall that the dwellings 
built for “temporary” ownership 
by the government were converted 
into permanent ownership under 
direction of the Public Housing 
Administration. They feared that 
the PHA would make another de 
termined drive to supervise the de 
fense housing program 

But some spirits were dampened 
when Foley said that the 850.000 
goal for this year would include 
military, defense, and public hous 
ing. 

Behind the busy convention 
scene, NAHB directors rolled up 
their sleeves to formulate thei 
organization's policy for the un 
certain period ahead. In a formal 
statement, directors said that pri 
vate industry. if not hindered by 
unrealistic restrictions, can pro 
vide housing wherever and when 
needed by defense. They asked 
for relaxation of housing curbs in 
defense areas and a new title 
under the National Housing Act 
which would authorize FHA to 
insure 90% loans on multi-family 
units when such relaxation of 
credit proved insufficient to pro 
vide the necessary housing 

They asked that FHA be pro 
vided with a separate defense in 
surance fund to insure loans on 
rental projects of mobile or de 
mountable nature in areas where 
the need will not extend beyond 
the defense emergency; two-year 
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extension of the Wherry Act (mil 


itary housing); suspension of pub 
lic housing 


basis, NAHB di 


rectors adopted a code of ethics 


On a broader 


and these resoultions 

The housing supply must be 
maintained and, if possible, ex 
panded through the coming crisis 

Any controls established by the 
government must be consistent 
with the goal of building homes 
The entire industry stands ready 
to cooperate with the government 
in maintaining a housing 
policy 

Home ownership will be con 
tinually fostered to defense work 
ers as well as to others 

Many veterans will be defense 
workers and, therefore, the GI 
program should be allowed to oper 
ite unhampered in defense areas 

Local building officials 
government agencies, and lenders 
are asked to permit the use of al 
ternate materials. Controls 
building materials should be im 
posed only with the utmost cars 

The Federal urban redevelop 
ment program should be suspend 
ed, since money cannot be wasted 
on intermediate planning 

Maximum limits 
mortgages should be 
reflect increased costs 

Every effort hould be made t 
get wider sources of 
credit 

To lead them through 1951 
maze of problems, convention dele 
unanimously chose W. P 
Atkinson of Oklahoma City 
as their president. For Atkinson 
nationally realtor-builder 
and developer of Midwest City, 
Oklahoma, it would mean a 
year in Washington 


sound 


code 


on 


on eligibl 
adjusted to 


mortgage 


gates 


Bill 
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busy 





“SHOP TALKS” 


Highlight Convention 


fae emergency may be a 
blessing in disguise inasmuch 
as more and more people are going 
to find substitute materials that 
will do the job. On an industry 
wide basis, this will help fight the 
cantankerous building codes and 
FHA’s outmoded regulations.” The 
man that said this was Builder 
Earl Smith of Berkeley, California. 
and the statement started off a 
round of “Shop Talk” 
that proved to be a highlight of 
the NAHB conventions. 

For three consecutive mornings. 
builders from all over the country 
jammed the tower ballroom of the 
Stevens Hotel to exchange tips on 
cost- and material-saving construc 
tion techniques. 


sessions 


Here are some of the general 
conclusions from the “experts” 
the builders themselves 

Builders are going to crusade 
among plumbing manufacturers 
for a standard bathroom assembly. 
pre-assembled in the factory. They 
claim that such a unit can be as 
sembled in one hour 

The cost of plumbing for an 
800-square-foot house is $700 to 
$800 with a range of from $400 

in non-union areas) to $1200 in 
high-cost areas 

Builders favor a return to three 
inch soil pipe because there have 
been no complaints from those in 
stalled during World War II 

No builder is able to say he can 
build a basementless house with 
an ample amount of storage space 
at less cost than a house with a 
basement. Several suggested garage 
storage for slab houses 

Material shortages are going to 
seriously affect the heating in 
dustry, particularly perimeter and 
radiant heating. 

More stress is being put on in 


Shirt sleeves 


rolled 


up, Earl Smith suggests 


some building pointers after “Shop Talk” session 


sulation to give full effectiveness 
to the heating plant. 

The structure of the house is 
over-designed for the need. En 
gineers say a 2x3 stud, for exam 
ple. is ample to do the job 2x4’s 
are performing 

More and more builders are 
using dry wall construction. It is 
less expensive, requires fewer call 
backs from buyers than plastered 
walls. 

More stress should be put on 
modular construction . . . standard 
izing sizes of material that go into 
homes to four and multiples of 
four. 

In the first session, delegates 
were principally concerned with 
construction of the foundation and 
in a basement vs. basementless de 
bate 

One builder said he built base 
tmentless homes with laundry fa 
cilities in the kitchen and extra 
storage space in the garage at a 
saving of $500 

An Oklahoma City builder ex 
plained that he increases garage 
length by six feet, provides drams 
for the laundry, and puts ceilings 
in the garage for attic storage 

Discussing slab construction. 
several builders reported union an 
tagonism to machine trowels. All 
were agreed that a good type of 
moisture barrier was needed to 
build slab properly 

On a cost-saving basis, one build 
er pointed out that $50 spent grad 
ing will often save $200 spent on 
the slab. He said he sometimes 
builds up three or four feet. 

A $2000 septic tank serves all 
100 in the subdivision of one build 
er. He said he uses a three-inch soil 
pipe and has had no trouble. 

In later sessions, delegates were 
primarily interested in such sub 
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jects as dry wall construction, roof 
construction 

In a sample poll, it was found 
that the delegates present were 
almost equally divided between 
the use of dry wall and plaster in 
their homes. But on a question of 
complaints from buyers, plaster 
users admitted that they have 
many more. 

A Kansas City builder said he 
had only one crack in more than 
2000 installations of dry wall 
Builders agreed that experienced 
applicators meant the difference 

Many builders are using lamin 
ated dry wall in more expensive 
homes. In the laminated system. 
heets of three-eighths-inch gyp 
sum board are nailed vertically 
over studs, covered with three 
eighths-inch sheets applied hori 
zontally. 

For one-thickness dry wall, best 
appearance is given by sheets ap 
plied horizontally because few 
joints show 

When joints are taped, cement 
should be of right consistency and 
buttered out four inches on each 
side of the joint. 

To insure against discoloration 

joints after painting or paper 
ing over dry wall, use five-penny 
cement-coated nails, a good sealer 
of casein and lucite, cement that 
is not too wet. One builder suggest 
ed that best results can be obtain 
ed by buying cement and tape 
from the same company 

San Francisco and Los Angeles 
builders claimed they have had 
good results with a different meth 
od of applying stucco to the ex 
terior. Wire is stretched and cinch 
ed across bracing, covered with 15 
pound paper and hog wire, and 
then covered with two or three 
inches of stucco 
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Shortages Causing More Prefab Interest 


DVANTAGES of “one stop” 
TA. service in the face of material 
shortages and a labor pinch will 
cause a big boom in the prefabri 
cated housing industry this year, 
as judged by interest shown in a 
panel discussion on prefabs at the 
NAHB convention. 

Four builders, each using a dif 
ferent brand of prefabricated 
home, such advantages 
over conventional homes as faster 
turnover, financing, fewer 
labor problems, lower overhead. 

Mrs. Henry Charlaron of New 
Orleans, put it this way: “The 
company I deal with has one-stop 
service. It helps in land planning, 
architecture, engineering. financ 
ing. advertising, and sales. I’m 
willing to let someone else worry 
about materials and financing.” 

F. J. Hemle of New York. who 
turned to prefabricated building 
before the last war, said, “A pre 
fab is easier to finance because a 
bank is pretty well convinced that 
you'll get the materials. Ninety 
five percent of the house is deliv 
ered and they pay only 40%. You 
have a large organization buying 
for you and you expedite in one 
place. That makes your bookkeep 
ing system simpler, too.” 

C. J. Goucher of Madison, Wis 
consin, said, “You don’t have to 
sacrifice quality by building pre 
fabricated homes. I now have 99 
homes finished and 37 more will 
be completed next month. I’ve 
maintained a reputation for qual 
ity and it has meant more turn 
over with no more work on my 
part.” , 

Scott Weller, Indianapolis, said 
he has finished 1017 homes since 
starting in 1947 with $30,000 capi 
tal. “Il handle two different 
brands,” he said, “but it’s easier to 
sell prefabs where there are com- 
peting dealers.” 

Weller explained that his com 
pany. Community Homes, Inc., 
develops the raw land, designates 
the lots on which certain models 
are to be built. “A buyer can 
choose the model he wants and we 
tell him on which lot it is to be 
built, or he can choose the lot and 
we tell him the house selected for 
the lot. This results in consider 
able labor savings.” 


stressed 


easier 
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Weller pointed out these ad 
vantages: “Speed of completion 
makes four and five draw loans 
unnecessary. We turn over our 
money 12 times a year. Less than 
one-third of the cost of the com 
pleted house has any risk. All of 
the money invested in the house 
rior to erection is the cost of the 
fot and payroll. Large inventories 
are not necessary. Simpler cost ac 
counting makes it easy to review 
pricing every week and figure cost 
estimates more accurately. You 
can take a lower mark-up than on 
conventional houses and make 
more money because of faster 
turnover. Fewer skilled carpenters 
are necessary 

Speaking for the Prefabricated 
Home Manufacturers Institute. 
Harry Steidle of Washington, D. 
C., said that more than 3000 build 
ers are now using the prefabs of 
38 manufacturers. He said that 
the industry produced more than 
55.000 units in 1950, 85% under 
$9,000, and that this year’s pro 
duction would hit the 100.000 
mark. 

Following are some of the ques 
tions and answers brought out in 
the discussion 

How do sales on basementless 
houses compare with those with 
basements? 

Weller: “We have found base 
mentless houses move much faster 
in Indianapolis. By saving the cost 
of a basement, the buyer can put 
on another room and have money 
left over.” 

What is the most popular ex 
terior finish? 

Weller: “In our area, shakes are 
the most popular, then siding.” 

What has been your experience 
with freight deliveries? 

Hemle: ““We have had relative 
ly good service by freight and very 


litthke damage by freight or truck 

Is there similar advantage in 
building on scattered lots as in a 
subdivision ? 

Mrs. Charlaron: “Yes, provid 
ing you do it in one city or under 
one building code. The savings 
comes from having the entire 
house delivered right to the site 
Transporting your workmen after 
a house is finished is of little con 
sequence. In fact, we've found that 
it’s good to advertise, ‘Build this 
house on your own lot.’ there are 
so many vacant lots that it offers 
a big market.” 

How do you combat sales resist 
ance? 

Hemle: “Prefabs are consider 
ably under the market price. Actu 
ally, we urge our prospects to visit 
conventionally-built houses. They 
find that ours are better-built for 
the money.” 


On Labor Costs 


“Curtailment of the volume of 
house building will not bring about 
any reduction in labor costs. Al 
though at the year’s end there 
were few complaints among build 
ers of a labor shortage, the market 
for skilled workers was neverthe 
less tight. Because of outstanding 
commitments the year should 
start strongly. By spring, the de 
mand for workers in other fields 
should pretty well take up any 
slack that might result from the 
mounting impact of building re 
strictions. 

“The fact should also be recog 
nized that labor organization 1s 
now strongly enough entrenched 
in house building to be able to 
maintain wage rates even in face 
of a considerable amount of un 
employment.” Miles L. Colean, 
economist, Washington, D. ( 








DON’T WAIT 


In a panel discussion on the outlook for housing, one questioner asked W. P 
(Bill) Atkinson, 1951 NAHB president: “I've been planning to start a house 
this year and have enough money on hand to finance the construction. In view 
of present uncertain conditions, should I build or wait for two or three years?” 

“My honest advice to a friend would be to build as quickly as you can,” 
replied Atkinson, adding that the answer was given at the risk of severe criticism 
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Builders Discuss Management Problems 


LTHOUGH we know that com- 
J plete cooperation between 
landlord and tenant will never 
occur. we have been able to foster 
enough pride of occupancy in the 
tenants of our 3000-unit project 
that property maintenance prob 
lems are kept to a minimum.” 

Citing his own experiences with 
maintenance problems, Realtor 
Builder Nathan Manilow, Chicago. 
headed a panel conference on rent 
al property management problems 
at the recent NAHB convention in 
Chicago 

Assisting Manilow with the dis 
cussion were Clyde L. Powell, as 
sistant commissioner FHA rental 
housing, Lemuel Showell. director 
of FHA property mangement, and 
Morris Sarshik, president of 20th 
Century Construction Company, 
Inc., Camden, New Jersey. 

The type and extent of service 
that owners and managers should 
offer tenants was the big problem 
troubling the delegates. Manilow 
said the best practice to get the 
most cooperation from tenants is 
to have a clearly defined manage 
ment policy and to make a fair 
minded approach to all questions 
that might arise. 

Another manager said that in 
his project the greatest mainten 
ance problems develop during the 
summer and with tenants’ 
children. To meet this situation. 
he hires a full-time boy’s counselor 
to organize sports and recreation 


32 


during this period. With the use 
of “clubs” and “teams” the coun 
selor has been able to keep damage 
to premises down to a minimum 

One point that all managers 
agreed upon was that present rent 
control regulations don’t adequate- 
ly take into account properties 
where tenants do their own main- 
tenance and those where owners 
provide maintenance. 

Delegates believe this practice 
results in inequities, that the cost 
of maintaining a property is an 
important item and there should 
be some allowance for it in rent 
control regulations. 

Incidents were related during 
the conference of the losses man 
agers have from coin-operated ap- 
pliances. Many tenants use slugs, 
washers, and other devices to 
“beat” the machines. 

One manager reported that he 
solved the problem by renting out 
the facilities. All he does is furnish 
the power necessary for the ma 
chines 

In an exchange of views on 
security deposits. there was much 
difference of opinion as to the need 
of such deposits, the amount that 
should be set aside, and whether 
a deposit should be refunded en- 
tirely or partially to the tenant. 

It was generally agreed that a 
security deposit was necessary but 
where tenants had been carefully 
screened before renting and where 
efficient management was in op 
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eration, little trouble was encoun- 
tered as to the need for retaining 
part of the deposit for damages to 
the premises. In most cases, it was 
all returned to the tenant. 

It was suggested that a security 
deposit should not be the same 
amount as one month’s rent be- 
cause tenants get confused over 
thig item and don’t understand the 
purpose of the security deposit. 
They sometimes think it is to be 
used as their last month’s rent 
and this often leads to much con 
fusion. 

In tenant selectivity, it was gen- 
erally agreed that credit reports, 
salaries. number of children, last 
landlord, and general character 
questionaires were sufficient 
checks for screening applicants. 

One manager said that the pres- 
ent residence of a prospective ten- 
ant was an all-important factor. 
It was argued by another manager 
that this should have nothing to 
do with tenant selection because 
there are many desirable tenants 
who are forced to live in undesir- 
able quarters because they can’t 
find more suitable places. 

In response to a question from a 
delegate, Commissioner Powell 
said that the basic reason for de- 
fault of rental units was mis-an- 
ticipating the demand for the need 
of rental units. He went on, how- 
ever, to cite the remarkably low 
rate of defaults that have occured 
in projects financed by the FHA 
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LTHOUGH a majority of 
FX builders feel the public isn’t 
ready for the flat-roofed modern, 
conservation of materials in the 
year ahead probably will increase 
the popularity of such design 

Speaking in a panel discussion 
on “Better Design for Today's and 
Tomorrow's Houses,”’ builders and 
architects debated back and forth 
on the use of flat roofs, large glass 
areas, orientation, back-to-back 
plumbing in smaller homes that 
can be built in projects. 

Home Builder Clarke Daniel of 
Washington, D. C., moderator of 
the panel, said that great strides 
in structural design will be made 
during the rearmament period. 

“Probably the greatest change 
will come in the bath and kitchen, 
where standardization will take 
place,” said Daniel. “Also, many 
over-designed structural and 
plumbing items will be cut down 
in weight to save material 

“There should be an increase in 
the use of insulation to make 
smaller, more economical heating 
plants possible. Window insula 
tion should see greater acceptance 
and ways of accomplishment.” 

Daniel lashed out at “outmoded 
building. zoning. and planning 
codes” which he said were “the 
biggest blocks to new thinking in 
design.” 

Curt C. Mack, assistant com 
missioner of FHA, said, “Strenu 
ous efforts must be made to de 
sign according to standard materi 
al sizes and quantities. Often I 
have reviewed plans which, when 
dimensioned, indicate extravagant 
use of the dimensional lumber, 
particularly joists and rafters.” 

Kenneth E. Wischmier, St 
Louis architect, said that today’s 
home buyer is looking for the 
greatest amount of usable space 
and the least amount of orienta- 
tion. “I do not imply a desire for 
a home so economical that it is 
without charm, but rather a struc- 
ture which derives its character 
and its charm from simplicity of 
design and a frank expression of 
the use of good materials.” 

He said that solar heating as a 
supplement to mechanical heating 
undoubtedly will be more widely 
used in areas where it is feasible. 
He also said that flexibility of use 
and ease of maintenance will be 
among the primary design factors. 

Cy Williams, builder and de- 
veloper, Roslyn, New York, said 
that the use of awning type fenes- 
tration, open planning, storage 
walls, self-finishing brick interior 
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Panel Predicts 
Trend to “Modern” 


walls, large glass areas were actu 
ally the result of the builder's ef 
fort to deliver more and better 
housing at lower cost. 

Phillip Will, Jr., Chicago archi 
tect, claimed that the average 
builder and architect builds to 
meet minimum FHA requirements 
rather than realistic requirements 
of family living, and that homes 
today are appraised by “obsolete 
standards.” 

Carl Lans. NAHB. technical 
director, predicted these design 
trends: “Plumbing will be located 
back-to-back. The bath and kitch 
en will be located nearest the util 
ities, hence usually toward the 


A beauteous relief from conven- 
tion hub-bub was Joe Schulte’s 
“New Products Show.” Right, 
“Miss Mars” shows remote con 
trol switch system. 
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street. Flat roofs will consume less 
materials, and will probably in 
crease in popularity, although in 
defense areas, additional bedrooms 
will be stressed for defense work 
ers. This can best be accomplished 
by use of the expansion attic. 

“The apparent availability of 
glass will undoubtedly have the 
effect of liberal use of glass areas 
in wood frame or grilles. Pre-as 
sembled storage units will become 
more popular. The modern trends 
will be emphasized, but rational 
rather than extreme, and it is en 
tirely possible it will create de 
sign influences that will last for 
many years.” 


Even hardware can have appeal, 
given the Schulte touch. New 
safety hinge, left, is for bath 
room, nursery doors. Show even 
included automatic pet feeder 





They Said at the NAHB Convention....... 


“Bill” 


On Financing 


“Regarding the question of in 
creased costs and their effects on 
loan guarantees in defense areas, 
plans are in progress to take this 
factor into consideration. The pres 
ent $8100 limitation might be 
raised by as much as $900.” 
Clyde L. Powell. assistant 
missioner, FHA 

“I think it reasonable to expect 
that an average of at least 20,000 
to 25.000 new homes a month will 
be completed and sold to veterans 
with G. I. loans over the first half 
of 1951. 

“For new homes to be built un 
der VA inspection we have noted 
in recent weeks a downward shift 
in the proportion of units where 
the proposed sales price is in ex 
cess of $10,000. The $10.000 or 
above group now comprises about 
55% of the total as against nearly 
70% last November. The trend 
thus revealed indicates that the 
building industry is building in 
tune with the down payment scale 

that the credit curbs are shap 
ing your plans. 

“For 1951, I think that we can 
count on a relatively adequate sup 
ply of funds for the GI 4% loans 
in most areas of the country. With 
out discussing all of the related 
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Atkinson led off discussion on material situation, but no one 


me that the 
main support of this conclusion is 
the anticipated excess of demand 
over probable supply.” se 
King, director, VA loan guaranty 
service 

“Considering the backlog of 
home finance and the more liberal 
terms contemplated for defense 
housing programs, it would seem 
that even the greatly reduced level 
of home financing applications 
since the October credit curbs be 
came fully effective would be suf 
ficient to assure attainment of the 
800,000 to 850.000 volume.” 
Senator John Sparkman, (D.. Ala 


On Supply of Materials 

“Our military machine and our 
strategic stockpile will require at 
least one-fifth of the rubber, met 
als, and hard goods. 

‘In the coming months you will 
probably see quite a bit of empha 
sis on conservation through simpli 
fication and standardization pro 
duct lines. For example, I hope, 
because of fuel savings, that we 
can continue to afford metal 
weatherstrips, but the manufac 
turers and ourselves are both 
agreed that a lush selection of 
types and sizes is no longer war- 
ranted. 

“There are as yet no general 


factors. it seems to 
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could supply the answers 


civilian priorities. Industrial con 
struction is making a strong case 
for preferential treatment, but it 
would be profitless to me to guess 
with you whether or when or the 
extent to which such preferences 
will occur.” J. L. Haynes, di 
rector, NPA building materials di 
vision. 

“Tt 


when 


is my opinion, that if and 
conditions exist for prior 
ities and allocations the housing 
agency will have a hand in ad 
ministrating them. Private indus 
try should have same share as de 
fense program.’ — Raymond 
Foley, administrator, HHFA. 

“The military is the greatest 
waster of materials today. I don’t 
advocate depriving the armed 
forces of anything they actually 
need, but I do question their habit 
of overstocking on all items. criti 
cal and non-critical.” Miles I 
Colean, economist, Washington, D 
C. 

“The steel industry has expand 
ed and is expanding at a great rate 
but, like everyone else, we cannot 
say what we will be able to give 
the building industry until we find 
out what we will have to supply 
the military.” Edward J. Watt, 
Western manager. U. S. Steel 
Company 
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“Material shortages now are 
from another important cause 
than the present increased arma 
ment and defense programs. While 
the home building capacity ac 
celerated about 50% in 1950. the 
overall manufacturing capacity 
increased about 20%.” Thomas 
P. Coogan, 1950 president NAHB. 

“It has been six months since a 
housing emergency was declared 
and as yet we have received no 
answer to this material problem. 
We must have this information if 
we are to do our job of building 
homes for the American people.” 

Rodney M. Lockwood, past 
president NAHB. 


On “Alternate” Materials 


“The normal FHA policy in 
considering substitute materials 
and equipment not covered by the 
minimum requirements is quite 
simple. Each problem is consid 
ered as an individual one, taking 
into account not only the intended 
use of the material or product, but 
its application in a specific and 
complete property. 

“Also to be considered are the 
availability of a material, the need 
for conservation of critical materi- 
als, the effects of its use in the 
house structure, and the particular 
assembly or method of construc 
tion employed. 

“Depending upon developments, 
consideration may be given to a 
temporary revision to our require 
ments for minimum gauge of sheet 
metal or the substitution of ade 
quate paint coatings for zinc and 
tin coatings of metal. Clay tile 
might be used when encased in 
concrete. 

“In hot water systems we have 
found, up to the present, no satis 
factory substitute for metal pipe 
However. under emergency situa 
tions, the use of lighter weight tub 
ing would be considered 

“For plumbing. possibilities in 
clude the use of smaller piping. 
thinner walled tubing. or possibly 
some plastic tubing for cold water. 

“Electrical installations might 
include porcelain and plastic out 
let boxes and wider use of non 
metallic sheathed cable, always 
subject to requirements of local 
codes 

“For outside house sewers, bitu 
minous fiber or cement asbestos 
piping will be given consideration 
in place of usual terra cotta or con 
crete. At the present time, cement- 
asbestos pressure pipe may be ac 
ceptable as a substitute for cast 


iron water mains for community 
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systems. Concrete septic tanks like- 
ly will be used to a greater ex 
tent in place of metal.” —C. O 
Christenson, chief of property re 
quirements section, FHA. 

“Today’s home uses a relatively 
smal] quantity of so-called ‘criti 
cal’ materials. We can build sound 
homes that use less of that type of 
material. A number of builders 
are already testing and working 
with efficient alternate materials 
and we are working with many 
groups in an effort to bring anti 
quated building codes up to date 
Progress in that area alone can 
mean saving substantial amounts 
of scarce materials.” Fritz B 
Burns, chairman of NAHB’s edu 
cational committee. 

“The question of substitutes is 
essentially one between the pur 
chaser and the builder. The VA 
realizes the need for substitute ma- 
terials and we will approve them, 
but only with the consent of the 
buyer. 

“The use of substitutes. it must 
be realized, may change the final 
valuation, depending upon which 
substitute materials are used. I can 
promise you, however, that the VA 
will look into the entire materials 
situation since it is obvious that 
this problem does not arise through 
any fault of the builders.” Asa 
Groves, chief, appraisal division. 


VA. 


On Defense Housing Bill 


“Under no circumstances will I 
vote in favor of the Administra 
tion’s new defense housing bill in 
its present form. This bill is noth 
ing more than a blank check for 


the Administration. In addition to 
its unlimited spending provisions. 
the bill, in my judgment, would 
completely socialize the American 
housing industry, and there would 
be no going back from it. 

“A period of confusion can’ be 
a shield and a cloak for the gov 
ernment to move deeper into the 
economic life of this country.” 
Senator Everett M. Dirksen, (Rep., 
Illinois). 

“If the convention approves the 
new housing bill, it seems very 
clear that the most important re 
vision we will advocate is an in 
crease in mortgage limits of Title 
IX.” Frank W. Cortright. ex 
ecutive vice president, NAHB 


On Building Codes 


“We can stop the waste of ou 
American resources by research, 
study, and cooperation and by 
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proving to our respective govern 
ing bodies that code changes are 
essential in order to conserve ma 
terials and manpower while still 
protecting the homeowner with 
respect to sanitation, safety, dura 
bility, and quality.” — John Wein 
hart, president Builders Associa 
tion of Metropolitan Detroit 


On Zoning Laws 


“I think if the complaints 
against zoning laws were analyz 
ed, you would find that in most 
cases these complaints would prop 
erly be against the administration 
of the zoning laws rather than 
against the laws themselves. Prop 
erly drawn zoning laws, reasona 
bly administered, in my opinion 
are of benefit to the builder and 
he should take sufficient interest in 
these matters to see that these re 
sults are achieved.”’ — J. C. Tay 
lor, chairman of the board of J. C 
Nichols Company, Kansas City, 
Missouri. 

“There is an 
most 


urgent need in 
communities, particularly 
those without planning commis 
sions, to re-examine and modern 
ize their subdivision regulations. 
In some communities the govern 
ing bodies still favor the old check 
erboard type of subdivision layout 
with cross streets every three or 
four hundred feet. Such a require 
ment is unsound and expensive.” 

L. E. Fite, project developer 
San Antonio, Texas 


On Home Design 


“Tt seems to me that most archi 
tects today are concerned chiefly 
with ‘contemporary’ design, but 
on the other hand most of the 
home buyers are possessed with a 
deep-rooted attachment for tradi 
tional styling. The compromises 
between these two schools of 
thought often are not good but 
generally speaking, houses in this 
class are attractive and extremely 
livable 

“The merchant builder attempt 
ing to supply housing for low and 
middle income families has a 
much greater problem. He _ is 
hampered by arbitrary cost limi 
tations imposed principally by the 
home financing industry, both pri 
vate and government. Unfortun 
ately these lending agencies all too 
frequently fail to realize the in 
trinsic value of such things as good 
design, land planning, construc 
tion, and everything else that goes 
towards ‘good’ living.” —- Edward 
R. Carr, past president NAHB 
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e Downtown Commercial Property 
e Warehouse and Factory Sites 
e Hotels and Apartment Buildings 


e Mortgage Loans for every need 
Brokers’ Inquiries Invited 
JACKSON M. 


Porter 


2-0223 


237 EAST GENESEE STREET bd SYRACUSE, 
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PROSPECTS WITH A SETLICH SIGN 


Want prospects to see your listings? Sure you do! 
Then pull them in with a Setlich Sign. Years of re- 
search and experiment in the real estate field have 
given Setlich Sign the pattern for producing signs 
that not only attract prospects but give your com- 
pany the personal appeal that makes your listings 
easier to sell. 

Your sign represents you, so make sure it reflects 
quality. Be certain that it has the prospect-pulling 
ingredients that make Setlich Sign the favorite with 
real estate men and women everywhere. 


For Signs That Sell — See Setlich 


SETLICH SIGN COMPANY 


2807 Tele saa ee) | ST. LOUIS 30, MISSOURI 
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New M-4 Hits Commercial Building 


HE National Production Authority has issued a 

new order, an amendment of its original M-4, es 
tablishing controls over virtually all new private 
commercial construction. 

The order became effective midnight January 13, 
creating a moratorium on all commercial building 
until February 15. After this date, builders wanting 
to start new commercial projects must clear them 
through the NPA. 

Under Order M-4, as amended, commercial con 
struction generally will be authorized only when it 
furthers the defense effort, is essential to public 
health, welfare or safety, or will alleviate or prevent 
a hardship to a particular community. 

Construction for which NPA authorization will be 
required include offices, banks, hotels, commercial 
buildings used for storage, distribution, display or 
sale of consumer goods. This includes all retail stores 
and shopping centers 

In the case of a multiple-use building, such as an 
apartment dwelling with stores or offices, authoriza 
tion will be required for construction of the portion 
intended for commercial purposes covered under the 
order 

Projects underway at the time of the issuance of 
the new order are permitted to continue to comple 
tion. The order states that construction will be con 
sidered to have commenced “when a_ substantial 
quantity of building material has been incorporated 
into a building or structure.” It cites as an example 
the pouring or placing of footing or foundation 

Applications for construction authorization must 
be sutmitted, on special NPA forms, to the regional 
office of the Department of Commerce in the area 
where construction is to take place. 

The order forbids any person to accept an order 
for, sell, or deliver any material, equipment or sup 
plies which he has reason to believe will be used in 
violation of Regulation M-4 as amended. 

It continues provisions permitting new construc 
tion and alteration costing not more than $5000 in a 
12-month period and necessary expenditures for or 
dinary maintenance and repair. 

NPA officials said the order will have the effect of 
making more materials available for construction of 
defense and defense-supporting projects. 


Operation Defense 


NLOSELY ALLIED TO present day military pre 

Aparedness is the all-important problem of whether 
our metropolitan cities are taking adequate steps for 
civil defense preparedness. Modern warfare is pecul 
iarly dependent upon a going civilian economy and 
large centers seemingly present a jackpot target for 
bombing attacks. 

Alert to this national problem, Cushman and 
Wakefield. Inc.. New York City realty firm, has 
taken the initiative in developing an organized sys 
tem of civil defense plans for buildings under its 
management. 

The overall defense set-up is divided into four 
stages: 1) Initial education of the building control 
director. 2) Appointment and training of key men. 

Recruiting and training of first aid workers and 
wardens. +) Provision of special equipment and other 
physical requirements recommended or ordered by 
the New York City Civil Defense Authority. 


(Please turn to page 39 
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By GEORGE F. ANDERSON 


F YOU own a property, and sign 

a trust deed, and subsequently 
convey the property to me, and I 
do not assume and agree to pay 
the indebtedness, and when it 
comes due, you are compelled to 
pay it, it has been said that you 
have no legal recourse against me. 
because you paid your own debt. 
Tiederman on Real Property, sec. 
284, is the one who says it. He 
says, “Since the mortgagor is per 
sonally liable to pay the debt, as 
a general rule he would have no 
right to call upon his assignee to 
contribute, nor could his heirs or 
devises claim such a right.” He 
cites Lock vs. Fulford, 52 Ill. 166. 


MAN OWNED a corner lot 
! facing south. The owner of 
the lot west of and adjoining built 
a three-story building, and by 
agreement they made the east wall 
a party wall, standing half on each 
lot. The owner of the corner lot 
made a lease to a sign company for 
$1,000 a year, it being a wonder- 
ful wall for a magnificent sign. 
The owner of the inside lot claims 
that he is entitled to one-half of 
this rental. He says it’s a party 
wall, and they -both own it, and 
they are both entitled to any in 
come it brings in. This is not a 
correct interpretation, because in 
the absence of a specific agreement 
to that effect a party wall is not 
owned in common, but is owned 
in severality and each owner may 
do as he likes with his part of the 
wall, as long as he does not im 
pair its usefulness as a party wall. 


HILE a tenant has the right 

to remove trade fixtures upon 
the termination of his tenancy, he 
has no right to remove fixtures 
that he has installed to replace 
those that were old and worn out, 
such as a furnace for example. 


URBY ON Real Property, sec 

203, says: “An agreement be- 
tween joint tenants to alter or ab 
rogate the right of survivorship 
would terminate a joint tenancy.” 
He cites McDoland vs. Morley, 15 
Cal 2nd 409, and Greiger vs. Pye, 
210 Minn, 71 (dictum). I'd be 
afraid of it, and not try to sever a 
joint tenancy by agreement. 


LANDLORD leased a store. 
l The tenant wanted it for at 
least two years but the landlord 
said, “nothing doing, I'll give you 
a lease for one year and after that 
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Does a mortgagor have legal right to recover payment of assignee’s 


debts? What fixtures can a tenant remove on termination of his 
lease? Does an agreement between joint tenants to alter rights 


of survivorship terminate a joint t 





y? if p i of pro- 


erty is given before a deal is closed, can a seller collect rent from 
date of occupancy? Here's timely legal advice on these questions 


it’s from year to year as we like.” 
The tenant said, “well, alright. 
make the lease the way you like, 
and let it go at that.” The land 
lord put in the lease, “for one year 
and then from year to year.” The 
tenant knew not how well he 
wrought. This gave him a lease for 
at least two years, and at the end 
of a year when the landlord found 
it out he blew a gasket, but this 
didn’t do him any good, it only 
increased his blood pressure, made 
him go to a doctor, and eat garlic 
pills to get the blood pressure 
down, and if there was anything 
he loathed, it was garlic 


NCE IN A while a seller per 

mits a buyer to take possession 
before the deal is closed. When it 
comes to closing the deal the seller 
wants rent for the time that the 
buyer has occupied the premises. 
According to law it seems that he 
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is not entitled to the same. Tiede 
man on Real Property, sec. 166, 
speaking of tenants at will arising 
by implication of law, says: “Such 
would be the case where one 1s 
permitted to enter into possession 
under a contract for the purchase 
of the land, or for a future lease 
of the same. The tenant would 
not be liable for rent for the time 
he has occupied the land, unless 
there is an express agreement to 
that effect.” 


TNLESS A landlord has coven 

) anted to repair, he is not liable 
for an injury to the tenant, or the 
tenant’s business visitor, boarder 
or sub-tenant. Fisher vs. Jansen. 
128 Ill. 549 


Hine OWNER of a building can 
sell or pledge the leases with 
out conveying the title 


Dixon vs 


Niccoles. 39 Til 384 





By BERT V. TORNBORGH, CPA 


MorTGAGORS CLAIMED DEDUCTION 
for real estate taxes paid by the 
sheriff out of the proceeds of a 
foreclosure sale. The tax court 
disallowed deduction on the 
grounds that it did not appear that 
the mortgagors were personally 
liable for the tax arrears. Ques 
tion: Did the sheriff act out of turn 
in paying the taxes? 


RENTS WERE PAID by a taxpayer 
corporation to its president and 
principal stockholder. The Treas 
ury challenged the deductions for 
such payments as ‘unreasonable’ 
The tax court on the basis of the 
facts, ruled that they were reason 
able and fully deductible 


\. RESIDENCE WAS SOLD by a tax 
payer who later bought another 
home, at an inflated price. He con 
tended that looking at the two 
transactions together he had no 
gain on the sale. The tax court 
ruled to the contrary; these facts 
were not grounds for nonrecogni 
tion of the gain. Conclusion: No 
one cares what you do with the 


proceeds of a sale. The sole ques 
tion is, did you profit on the sale 
itself? 


A NEW BUILDING WAS BOUGHT by 
a taxpayer who, in part payment, 
turned over its old plant and realty 
to the contractor. The taxpayer 
contended that he had a “taxfree 
exchange.” The tax court said ‘no,’ 
he had a sale, and a consideration 
of the question of gain or loss was 
therefore in order. 


(In order to clarify the forego 
ing two items let us also state that 
it is a settled rule that no gain or 
loss is recognized on an exchange 


os 


of property held for productive use 
in trade or business, or for invest 
ment, solely for property of a like 
kind, to be held for like purposes. 
Property, here, not mean 
stock in trade or securities. 

With “like kind” the regula 
tions mean similarity in nature 
and character, not necessarily 
grade or quality. For instance, an 
exchange of real estate for person 
al property is outside the rule, 
whereas swapping a piece of city 
real estate for some country acre 
age involves property of a “like 
kind.” But swapping a residence 
for.an apartment building does not 
fit in because the residence is held 
to be not for “investment.” 


does 


under installment 
sales follow the rule that gain or 
loss is measured against the fair 
market value of the repossessed 
property. In a case before the tax 
court it was found, however, that 
a closing agreement precluded use 
of the installment method of re 
porting and accordingly the repos 
property was taken back, 
not at fair market value but at the 
original basis to the seller. 


Ry POSSESSIONS 


sessed 


COMPLETE AND ACCURATE BOOK 
KEEPING for real estate transac 
tions presupposes that the account 
ing department gets all the perti 
nent facts of the transaction, such 
as 

a) Written summary of the 
deal, with closing statement at 
tached, giving description of the 
property, data as to liens, imsur 
ance, taxes, etc., payment arrange 
ments, terms, other commitments, 
etc. (b) Title and other insurance 
policies. (c) Tax receipts, deeds, 
releases, et 
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The eventual filing of the vari 
ous papers need not necessarily be 
done in the accounting depart 
ment, but unless the accounting 
department gets access to all the 
facts for purposes of recording the 
transaction it is unreasonable to 
hold it accountable for 
recording the story. 


correctly 


PARTNERSHIPS ARE. NOT TAXED as 
partnerships, but must file returns 
form 1065), which are essentially 
in the nature of ‘information re 
turns,’ showing how much profit 
is accounted for and how much of 
that is allotted to each partner. 

Each partner is individually 
liable for tax on his share of the 
partnership profits, regardless of 
whether they were drawn out or 
left in the business. Partners’ “sal 
aries” do not count. of course, in 
computing the partnership net in 
come. This applies also to interest 
on invested capital 


A LIQUIDATING CORPORATION 
claimed a right to a deduction for 
broker’s commissions and expenses 
incurred as a lessor and not fully 
amortized, as well as advance rent 
als not written off. The court re 
fused to approve this. 


PAYMENTS TO THE wipow of a 
former officer of corporation may 
be made and may be deductible. 
In a case before the tax court, it 
was found that such payments 
voluntary and not a con 
tractual liability, and they could 
therefore only be made for a “lim 
ited period” as prescribed in the 
tax regulations. The Treasury 
argued for 18 months. The tax 
court approved 24 months as prop 
er “limited period” in this case 


were 
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Aluminum Foil Roofing Material 


Aluminum foil is now being used in a new type 
light-weight roofing material. The foil is utilized be- 
tween cotton gum base layers and finished with a 
coating of marble or granite chips of selected colors. 

Called “Aluma-Life.” the has. has been passed 
by the National Board of Fire Underwriters with an 
“A” rating and is FHA approved. A factor of this 
type roofing contributing to economy is the elimina- 
tion of all metal flashing on chimneys and valleys. 

Built-up “Aluma-Life” roofing is bonded direct to 
wood sheathing and can be used on pitches of 5 on 12 
and up. The Aluminum Building Products, Inc. of 
Jacksonville, Florida, is the manufacturer of the pro 
duct. 


Moisture Meter 

A midget moisture meter known as “Tag” designed 
for determining the moisture content of wood, lum 
ber, plaster, and wood products, is available from 
Weston Electrical Instrument Corporation, Newark 
5, New Jersey. 

Self-contained and compact, the “Tag” measures 
moisture by the electrical resistance method which 
is considered the most suitable for rapid determina 
tion of moisture content of wood. bealians are taken 
directly at the touch of a button in per cent moisture, 
with no reconversion tables or long laboratory tests 
necessary. 

Copies of a bulletin (No. 1295) describing this pro 
duct may be obtained directly from the company. 


P ° 
Atlases for Commercial Properties 

A definite necessity to a real estate firm dealing 
in commercial properties is a thoroughly detailed 
map or atlas of downtown business locations. 

To answer this need of realtors, property manag 
ers, and brokers, Nirenstein’s National Realty Map 
Company of Springfield, Massachusetts, has com 
piled a library of maps and atlases of most principal 
cities in the United States. 

A text accompanying each map summarizes the 
industries of the city, its banking facilities, trans 
portation, retail business, and total tax rates. Other 
information includes names of plot owners, names of 
ground floor tenants, assessments on land and build 
ings, plot dimensions, building heights and structural 
characteristics. 

In addition, each map gives the locations of 100% 
retail business districts and rates other locations with 
relative percentage figures. A carefully clocked vol- 
ume of pedestrian traffic is included for each city 
block. 

The company’s newest publication is an “Atlas of 
the Solid South,” which contains complete informa 
tion about important commercial properties in many 
large southern cities. 


Window Walls 

Precision built wood “Windowalls” for casement, 
gliding, double 4 and basement utility window 
units are available from the Andersen Corporation, 
Bayport, Minnesota. 


A complete casement window unit includes frame, 
inside stops, mullion casings, glazed sash, weather 
stripping, hardware and inside screen for ventilating 
sash, and double glazing, if desired. 

A catalog describing these units is available from 
Department NRE-1 of the Andersen Corporation 


Operation Defense 


(Continued from page 36) 


Each of the company’s building superintendents is 
furnished with a general organizational chart for use 
as a guide in wool out a definite program for his 
own particular building. 

One hour lecture and demonstration periods are 
held each week for personnel of the defense organiza 
tion. Radioactivity is one of the important subjects 
discussed at these meetings. Every civil defense con 
trol director is instructed in this subject because nu 
clear radiation cannot be seen, heard, felt, or smelled 
and hence tends to be mysterious and frightening to 
the uninformed. 

Should an atomic attack occur, a building may be 
come isolated for an extended period. It is during 
such a period that the good judgement of the build 
ing control director may mean everything to the 
building occupants. 

The directors are instructed on how to interpret 
orders arriving through a chain of command, to 
stamp out unfounded rumors, and to size up situa 
tions quickly and take appropriate steps for safety. 

Cushman and Wakefield, Inc. is determined that 
each of it’s building superintendents develops a civil 
defense organization integrated with the regula 
building operation 





The money wasted advertising a single $12,000 property 
listed for $15,000 . . . can pay the cost of training your 
whole sales force . . . how to bring in salable listings. 


We offer the kind of practical training that the books and 
courses don't tell about. Our PROVEN ANSWERS TO 
TYPICAL LISTING OBJECTIONS, @ $1.00 per set, 
covers such subjects as “I won't list for more than 30 
days,” “I don’t want a FOR SALE sign in front of my 
house,” etc., etc 


Our INVALUABLE SALES TRAINING MATERIAL 
@ $3.00 per set, is a comprehensive step-by-step training 
program for each new salesperson. (We suggest that these 
be resold to each salesperson at cost.) A descriptive folder 
is available for the asking. 


HARRIS N. KROLL & CO. 


1110 BRENTWOOD BLVD. ST. LOUIS 17, MO. 
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Formula for Cutting Water Heating Costs 


By R. C. PARSONS, Washington, D. C. 


Le RE is no mystery in esti 
mating the cost of heating do 
mestic hot water. Standard prac 
tice is to use a temperature rise of 
100 degrees for year-around use 
to deliver water suitable for do 
mestic use 

If you know the daily require 
ments, the formule below are eas 
ily applied. Experience has devel 
oped certain amounts of water for 
various usage as follows: 40 gal 
lons per day per person for resi 
dences, apartments. and_ hotels; 
two gallons per day per person for 
office buildings. Determine the an 
nual gallonage required by multi 
plying by 365 days for home use 
and 300 days for office use. 

With the following information 
a simple conversion factor can be 
developed. One gallon of water 
equals 8.33 pounds. which require 
8.33 BTU per hour to raise its tem 
perature one degree: 100-degree 
rise in water temperature from the 
main; BTU content of fuel used, 
oil in gallons. coal in pounds 


‘A GOOD SIGN; 


g Witt WORK FOR YOU 24 HOURS A DAY 
B- - - your best bet for effective, low cost, long-lived g 


Silk screen processed on 
baked enamelled 
STEEL e ALUMINUM 
HARDBOARD 
any of which can be reflectorized 


FOR SALE 
HAYES REALTY (0. 


) 


“ONE MAIN 


Any number of your choice of beauti- 
ful brilliant colors 

Any quantity from 25 to a million 
Any trademark, picture or special let 
tering reproduced at no extra cost 
Any size from 1 


Built by 
RoceRs: C0. 


HOME BUILDERS 
1724 BLUFF ST. 


MA 1013 


to 48” x 96 
Circles up to 


will quote you 


2 ee ee ee ee 
: KENWAY COMPANY 


1308 SYCAMORE STREET 
ROAD SIGNS e@ TACK SIGNS e@ 


from 12”x18" to 48°x96 


road signs. 

i8", rectangulars, dia 
monds and ovals up to 48” x 
Tell us what type of signs you need 
how they are to be used, colors pre 
ferred, and quantity needed, and we 


LICENSE 
BLACKBOARD SIGNS for posting prices, schedules, etc 
Framed or unframed 


The efficiency of the conversion 
of fuel combustion to raising the 
water temperature 100 degrees F 
is about 50% with indirect hot 
water coils and 60% with direct 
steam coils. As an example. we 
will use a 50% efficiency rating 


Ol 


8.33 Ibs. x 100° F 
140,000 BTU x 50 


0119 gal. oil per day 


per gal. of water 


COAL 
8.33 Ibs. x 100° | .000069 tons of coal 
12,000 BTU x 2000 Ibs. x 50 per gallon 
ot water 


For easy figuring use .069 tons 
per 1000 gallons of water 

Example: An apartment house 
has 100 apartments and tenancy 
of 125 people 

125 x 365 x 40 x .0119 
50 gallons of oil per year 

Don't deceive yourself that by 
some mysterious process you get 
hot water for nothing. There are 
definite places where heat is dis 


tributed and, if your heating bill 
seems high, it may be that you 
have excessive hot water usage 


Advertising 
(Continued from page 25 


ers themselves. This is a difficult 
evil to control and only by 
tinually stressing before all real 
estate men the necessity of elimin 
ating high pressure tactics in their 
advertising will the ultimate goal 
be accomplished 


con 


A consistent pattern of advertis 
ing, telling your story in a sincere. 
truthful, and interesting manner 
will mark you as a dependable 
broker. People will always want 
to do business with the office that 
reflects confidence 


Do abbreviations hurt advertising? 


Some ads read in such an ab 
breviated manner that only an 
other real estate dealer would 
know the real meaning of the ad. 
There are a few accepted abbrevi 
ations which the public can easily 
interpret or recognize. but there 
are few 





advertising. g 


SIGNS 


with you 


x 2° nameplates up 


7») 


FREMONT, OHIO é 
PLATE SIGNS 


Any size 





CASH. 


for hotel properties 
IN ANY CITY 


COAST TO COAST 
CANADA OR MEXICO 


Our representative will be glad to call and work 


For satisfactory arrangements, utmost dependability 
ind outstanding security WRITE or CALL COLLECT 


WE ARE NOT BROKERS 
| WE ARE HOTEL OPERATORS 


Long 
Term 
Lease 


Cw 


H. J. Datoin, 

REAL ESTATE DEPARTMENT, 
3500 BOOK TOWER BUILDING, 
DETROIT 26, MICHIGAN. 
"PHONE WOodward 2-5400 


ow 
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“PERFECT HOME MAGAZINE IS AN 
EXCELLENT BUILDER OF GOOD WILL,” 


Says Schenectady Real Estate Board President 


James DeSantis, partner in the firm of Young, DeSantis, and Stine, 
realtors of Schenectady, has been active in real estate brokerage, 
residential and commercial construction and development for the 
past 15 years. He is a member of state and national real estate 
associations, Schenectady Board of Zoning Appeal, County Council 
for Campaign Con , president of the local Exchange Club, and 
co-chairman of the Finance Committee of the Schenectady Chamber 
of Commerce 


JE ARE beginning our fourth year with Perfect Home Magazine as part of 
our institutional advertising program,” says James DeSantis, president of the 
Schenectady (New York) Real Estate Board. 


“Our Board finds Perfect Home to be an excellent builder of good will and we 
are pleased to note an ever increasing number of requests to be placed on ow 
mailing list. 


“We hope that our association with your organization can continue and that you 
will continue to keep the magazine's calibre at its same high level.” 


We, as publishers of Perfect Home, are pleased to pass along to you Mr. De- 
Santis’ plaudits because such extreme care is taken to maintain the high calibre 
of this monthly prestige-builder. It is alive with ideas, authentic articles, new in- 
formation on homes — all designed to sell the “home idea” and to reflect quality 
and prestige. 


Perfect Home is edited to be its sponsor’s own publication. The sponsor's name 
appears on the front cover page, and the back page lists the leading reliable local 
building factors who join the sponsor in publishing it. So well does the Perfect 
Home tell the sponsor’s story that readers frequently congratulate him for his fine 
editorship. 


Such quality and interest in a house publication would ordinarily be within the 
reach of only the largest organizations. But through the Perfect Home Plan, edi- 
torial and other preparation costs are shared among the hundreds of users through- 
out the nation. Local reproduction and mailing costs are in turn spread among the 
local building factors who benefit from it. Thus costs to each participant are nom- 
inal. 

The list of sponsors of Perfect Home Magazine reads like a directory of blue- 
ribbon leaders in their field. A limited number of exclusive, annual, renewable 
franchises are open in certain communities. 


If interested, address your inquiry to 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS 
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REAL ESTATE SECTION 








For Business Opportunities — Motels 
COLUMBUS, OHIO 
Willard Piper, Inc 


153 E. Weber Ludlow 1342 


__Training ror— 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases 
of the business. G.I. Approved. On-The- 

Job Trainees can take either course. 
FREE CATALOG Established 1936 


WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 


15 E. Pershing Rd. 

















Kansas City 8, Mo. 





Syndicate will buy or take long term lease on 
centrally located retail properties having 25 ft 
frontage and up in cities of 10,000 and over 
Possession date immaterial. Brokers cooperation 
invited. Mitchell Realty Co., 276 Fifth Avenue 
New York City 


REALTORS METAL SIGNS — Write for Free 
Sample, Illustrated Literature and Prices 
LANCELOT STUDIOS, 246 Third Ave., Pitts- 
burgh 22, Pa 


METAL SIGNS, 14 x 20, Lots $.44 each 
Realtors Sign Service, Box 1622, Greenville, $.C 


SIGNS 


Made to your order 


We still have steel. Write for de- 
tails. PROMPT SERVICE any- 
where in U.S.A 


SIGN THE NATION 


CTIVE DISPLAY ADV 


ee Pee ee 








Don’t Miss the Big April Issue 


If your subscription expires before April, 
or if you are reading someone else's copy 
of the Journal, you'll want to be sure to 
send in your subscription right away, so 
you can have the Journal’s big April issue 

the Roster Yearbook for handy ref 
erence 

The Roster-Yearbook, a year-around ref 
erence guide, will contain the names and 
addresses of all members of the National 
Association of Real Estate Boards, license 
aws, commission rates, and government 
regulations. You will want to read the ar 
ticles by leading real estate and home 
building executives on percentage leases, 
financing, property management, new list 
ing and sales ideas, cost-saving construc 
tion and modernization methods, advertis 
ing tec hniques, office procedure 

The Roster-Yearbook will be jam-packed 
with ideas for YOU! And this issue is just 
one of 23 other monthly issues of the Jour- 
nal you can receive for only $7. Start this 
parade of profitable ideas coming to you 
every month! Just fill out the coupon be 
low and send with your remittance to: 
National Real Estate and Building Journal 
Cedar Rapids, lowa 


Name 
Address 
City & State 


Business Classification 


} y 


When the Gross-Morton firm 


President Truman is still opposed to any blanket extension of Gl 


Bill benefits to present and future members of the armed forces. 
He recently told Congress that legislation should provide only for 
those “special and unique needs which arise directly from military 
service” and that any other needs should be met through “general 
programs” of the government. The term “general programs” could 
mean anything. 


Shifting to a defense economy will cause a population shift of 3 to 


5 million people. And experts predict 14 million people will be 
added to our nation’s population in the next 10 years... A sur 
vey by the Detroit Free Press reveals that homes requiring no 
downpayment are scarce as hen’s teeth in that city. Most of the 
larger builders are “out of stock.” . . . Enlargement of Fort Harri 
son at Indianapolis bids fair to stimulate construction in those 
parts. About 10,000 persons are expected to be employed at and 
around the installation 


The New York Supreme Court has just ruled that a person wishing a 


real estate broker’s license must prove either apprenticeship under 
a licensed broker for at least a year as a licensed salesman or must 
give details of what constitutes two years of “equivalent experi 
ence... . The Institute of Real Estate Management is organizing 
its members to help Civilian Defense authorities protect property 
from atomic bomb damage and aid in plans for protecting people 
trapped in buildings and providing for their evacuation. 


d its Wind Park elevator 
apartment project in New York City, one publicity-attracting 
feature was an exhibition of contemporary interiors. The exhibit 
featured representative work of noted designers and occupied three 
different apartments For those who may wish to know how 
NAHB’s neighborhood contest was judged, Seward Mott of the 
Urban Land Institute tells us that the awards were based 70% on 
the subdivision or site plan, only 30% on the design and plan of 
the structures, 





It's official: Builders started 1,389,500 units in 1950, an all-time 


high . Construction started nationally in January dropped an 
estimated 7% from December. 1950. New dwelling units were 
down an estimated 8%, with commercial building down 12% .. 
the Society of Industrial Realtors has recommended to Manle 
Fleischmann of the NPA that a clearing house be established some 
where in the government to coordinate all industrial space and 
site requirements for defense 


Barring acute labor shortages or other unforseen exigencies, the 


gypsum industry will meet all “war” requirements for its pro 
ducts and will supply materials needed for new home and in 
dustrial construction and remodeling, says Lloyd Yeager of the 
Gypsum Association. . . . In addition to offering their services to 
the federal government in real estate problems relating to national 
defense. many real estate boards + amma wet the country are 
establishing counseling services for members of the armed forces, 
industry, and local communities whose housing or investment 
problems have been heightened by the preparedness drive. 
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ABOUT TIME! 


% The time factor is a prime consideration today 
. in home building and in building for defense. 


Gunnison Homes, Inc. has developed precision manu- 
facturing methods that cut building time to an abso- 
lute minimum! Gunnison Homes are UNDER ROOF 
IN ONE DAY .. . minimum skilled labor required! 


With the answer to the question of time, Gunnison 
has also answered the demand for STRENGTH! As 
precision manufacturing methods cut time, so do 
they provide a CONTROL of quality and strength 
unattainable in conventional building! 


For further information, write Dept. B-10 
Gunnison ‘Homes, Inc., New Albany, Indiana. 





Manufacturers of 


UNITED STATES STEEL vs) CORPORATION SUBSIDIARY 


Gunnison Coronado 
and CHAMPION Homes NEW ALB NY NDIANA 


“Gunnison,” “Coronado” and ““Champion’’—T.M. Gunnison Homes, inc 





